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Tenn. Mut. Agents 
Elect Spann, Adopt 
Expanded Program 


Aggressive Legislative 

Activity, Revision Of 

Membership Standards Told 
By JAMES C. 0’CONNOR 


GATLINBURG, Tenn.—Tennessee 
Assn. of Mutual Insurance Agents 
moved into a new stage of growth and 
activity at its annual meeting here. 
The members approved an aggressive 
legislative program, an increase of 
dues, a revision of membership stand- 
ards and the employment of a new ex- 
ecutive secretary, with headquarters 
in Nashville. These developments— 
which required three business sessions 
instead of the one scheduled—were 
mingled with pleasant surroundings, 
an excellent registration, a well attend- 
ed program and the election of John 
A. Spann of Nashville to succeed R. F. 
Millard, Bristol, as president. 


Stresses Legislative Action 


The importance of legislative activity 
became evident at the start, when 
Commissioner Long reviewed the argu- 
ment in the last legislative session over 
the proposed “no prior approval” rate 
law. No action was taken, the legisla- 
ture directing the Tennessee Legisla- 
tive Service to conduct an exhaustive 
survey and report in 1963. Mr. Long 
said that the Tennessee mutual agents 
will be invited to appear before this 
group. After reviewing the tumultuous 
past year, including the now pending 

(CONTINUED ON PAGE 29) 


Texas Court Upsets 
Family Auto Medical 
Payments Exclusion 


The much maligned exclusion (b) (1) 
in the medical payments portion of the 
family automobile policy got rough 
treatment from the Texas court of civil 
appeals in Hale vs Allstate, 22 CCH 
(2nd) 1346. This is the complicated ex- 
clusion which aims at denying medical 
payments coverage where the named 
insured or a member of his family liv- 
ing with him is injured while riding in 
an automobile owned in the family and 
not covered by that policy. 

The intent of this exclusion is to 
keep the insured from having medical 
payments coverage as to accidents in- 
volving all automobiles owned by 
him, while paying a medical payments 
premium on only one automobile. 


Insured Bought Second Car 


Hale, the insured in this case, owned 
a Mercury which was insured in All- 
state, the contract including medical 
payments coverage. Four months after 
insurance went into effect, he bought 
a Ford pickup truck. He notified All- 
state and was issued a separate policy 
covering that vehicle, with no medical 

(CONTINUED ON PAGE 33) 





No Prior Approval 
Blasted At Pa. Meet 


More than 300 on hand for the an- 
nual meeting of Pennsylvania Assn. 
of Insurance Agents at Bedford heard 
Thomas R. Balaban, Pennsylvania 
deputy commissioner, take potshots at 
proponents of no prior approval. 

The advocates say that commission- 
ers are too busy to administer present 
laws effectively, Mr. Balaban declared. 
But they are very much mistaken if 
they think that Commissioner Smith 
of Pennsylvania can’t supervise prior 
approval. 

Stuart E. Graham, Wilkes-Barre 
was reelected president. Also renamed 
were Edward T. Wells, Scranton and 
Louis P. Sigel Jr., Philadelphia, vice- 
presidents; Clarence M. Thumma, Har- 
risburg, treasurer, and George J. Mar- 
graff, Philadelphia, state national di- 
rector. 

The veteran Frank D. Moses, ex- 
ecutive vice-president, and his running 
mate, Marshall W. Davis, secretary- 
manager were reappointed. 

In a resolution, the association rec- 
ommended that Factory Insurance 
Assn. make available to its producers 
fire deductible contracts and _ instal- 
ment payment plans, as well as con- 
tracts as good as or better than those 
available from other sources. 

In another resolution, the group 
petitioned National Bureau to recom- 
mend filing of a revision of the family 
auto policy to include the UM endorse- 
ment as an inseparable insuring agree- 
ment. The association believes that the 
endorsement now has been sold wide- 
ly enough to produce valid loss data. 

A most unusual resolution pledged 
unanimous support for Cooper M. Cub- 
bedge, Jacksonville, for president of 
NAIA. Mr. Cubbedge gave a rousing 
convention talk in which he warned 
that companies cannot expect to get 
along with their agents if they persist 
in support of no prior approval. 


AAUTI Changes Name; 
Now Called American 
Risk & Insurance Assn. 


American Risk & Insurance Assn. is 
the new, official name of the 29-year- 
old American Assn. of University 
Teachers of Insurance. The new name, 
which had the unanimous support of 
the organization’s executive committee, 
has been approved by ballot by the ac- 
tive members. 

While active (voting) membership 
in the association is made up of per- 
sons who are, or were at the time of 
joining, teaching college credit courses 
in insurance, the organization has al- 
ways encouraged associate member- 
ship among those not qualifying as 
college teachers but who are in related 
areas of insurance education, training, 
research, and the development of in- 
surance literature. In recent years, 
such membership has increased sharp- 
ly; and, according to the association, 
it was felt that the change of name 
would, among other things, encourage 
more such membership. 

In further explanation of the change, 
Davis W. Gregg, president American 

(CONINUED ON PAGE 33) 


Hail, Windstorms 
Cause $1,340,000 
Loss In Oklahoma 


Hail and windstorms in Oklahoma 
during the period May 16-21 caused 
an estimated 8,100 losses and $1,340,- 
000 damage, according to General Ad- 
justment Bureau. It appears that losses 
did not exceed $1 million on any one 
date. 

Towns involved were Dustin, Maud, 
Seminole, Wetumka and Weleetka, 
where wind produced 300 losses costing 
$37,500; Ringling, 400 losses from wind 
and hail, $60,000; Lindsay and Purcell, 
300 losses from wind and hail, $37,500; 
Cordell, Dill City and Sweetwater, 850 
wind and hail losses, $148,750. 


Hail Losses Itemized 


Losses from hail alone occurred at 
Rush Springs, 250 claims, $31,250; Dun- 
can, 1,000 claims, $175,000; Lawton 
and Rural, 1,000 claims, $150,000; 
Shawnee, 3,000 claims, $600,000 and 
Stillwater and Cushing, 1,000 claims, 
$100,000. 

Elk City, Sayre and Grandfield, 
which sustained heavy hail damage 
April 30, received additional hail May 
16-17. No estimate of potential damage 
has been made. 

GAB has opened storm offices at 
Cordell with J. R. McCormick as storm 
supervisor, and at Shawnee, where F. 
C. Earls will act as storm supervisor. 


Wichita Falls Loss 


Estimate Revised 


Estimate of damage caused by the 
hail and windstorm April 30 at Wich- 
ita Falls, Tex., has been revised to $4 
million, according to W. D. Swift, as- 
sistant general adjuster of National 
Board. 

To date, a total of 11,229 losses have 
been reported to stock companies. Of 
this number, 5,547 have been closed 
and more than 73% of all reported 
losses have been examined by adjust- 
ers. An estimated 4,111 losses have not 
as yet been reported by property own- 
ers. 

In addition to the 15,340 structures 
believed damaged by the storm, Mr. 
Swift estimates that 2,500 motor ve- 
hicles insured by stock companies, 
were damaged. 


Gerber Unit To 
Offer Deviation 
Amendments 


NAIC To Get Proposal For 
Aggrieved Parties Also 
At Philadelphia Meeting 


The Gerber subcommittee of NAIC 
that is reviewing fire and casualty rat- 
ing laws at the NAIC meeting in Phila- 
delphia next week will offer some pro- 
posed amendments to the rate bills in 
all-industry states. The proposals cov- 
er only aggrieved party and deviation 
requirements, and it is a sure bet that 
they will provoke a good deal of com- 
ment. 

It is not clear at this point whether 
these amendments are the total sug- 
gestions of the subcommittee or merely 
a beginning in its effort to review state 
laws and modernize, where necessary. 
The distinction between fire and cas- 
ualty rating laws is maintained in the 
amendments, at least as to deviations. 
The proposals are bound to run into 
criticism from those favoring wider 
employment of competition as a regu- 
latory tool. 

The suggestions of the Gerber sub- 
committee are printed below. Sections 
5 (b) and 5 (e) are identical for both 
fire and casualty, but the deviation 
provisions (section 7) are given first 
for the fire and marine all-industry 
bill and then for the casualty rate law. 
Matter in bold face type is additional 
to the laws, and that in parentheses to 
be deleted. 


Text Of Amendments 


Section 5(b)—Any person or organ- 
ization other than a rating organiza- 
tion aggrieved with respect to any fil- 
ing which is in effect may make writ- 
ten application to the commissioner 
for a hearing thereon, provided, how- 
ever, that the insurer that made the 
filing shall not be authorized to pro- 
ceed under this sub-section. Such ap- 
plication shall specify the grounds to 
be relied upon by the applicant and 
such application must factually show 

(CONTINUED ON PAGE 32) 





New presidents 
of mutual proper- 
ty-casualty associ- 
ations elected at 
annual meetings 
held concurrently 
in Chicago (from 
left): Benjamin C. 
Vine, executive 
vice-president 
Millers Mutual of 
Illinois (Federa- 
tion of Mutual Fire 
Insurance Compa- 
nies); G. E. Beall, 
president Indiana 
Lumbermens Mu- 





tual (National Assn. of Automotive Mutual Insurance Companies); H. W. Yount, 
executive vice-president Liberty Mutual (American Mutual Insurance Alliance), 
and J. M. Sweitzer, president Employers Mutual Liability (National Assn. of 


Mutual Casualty Companies). 
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Comprehensive Study Shows Part 
Time Character Of Distribution 


Last Of Three Parts 


There is no question as to the right 
of a company, both legally and from 
the viewpoint of equity, to exercise 
proper judgment in selecting its risks 
so as to avoid adverse selection and 
unduly large underwriting losses, the 
committee observes. However, in the 
context of compulsory auto insurance 
and the tight market for auto liability 
coverage that has prevailed in the 
past few years, the use of unrestrained 
underwriting judgment has become a 
threat to the public interest, the re- 
port declares. 

“If prevailing underwriting practices 





Texas Premiums Up 
In Most Lines 
Except Auto, Crops 


AUSTIN—Written premiums in 
Texas in 1960 showed increases over 
1959 in nearly every fire and casualty 
line except auto and growing crops, 
and yet the net gain was only a frac- 
tion over 1%, according to a tabulation 
of annual statements filed with the 
Texas board of insurance. 

The total for 1960, with a few figures 
still missing, was $681,875,971 as com- 
pared with $673,207,543 for the same 
lines in 1959. The narrow margin of 
gain was the result of a decrease of 
$28,185,989, or nearly 10%, in all auto 
lines, with most of the decline being 
attributed to a “rating imbalance” in 
the auto merit rating plan. 

The major gain, as anticipated, was 
on homeowners business, with pre- 
miums for the fire lines amounting to 
$19,948,260 and for casualty lines to 
$7,859,542—an increase of more than 
$19.5 million. Straight fire also showed 
a gain of more than $4 million to $95,- 
356,271 and extended coverage was up 
nearly $3 million to $64,165,760. Inland 
marine increased more than $3 million 
to $25,974,885. 

Gains were registered by all casualty 
lines, with the largest being an in- 
crease of more than $3 million in non- 
auto liability for a total of $27,493,086. 
Some of the other figures are work- 
men’s compensation, $113,212,793; 
surety, $10,320,156; non-auto property 
damage, $8,749,752, and fidelity, $5,658- 
620. 

Auto premiums aggregated $280,704,- 
513 as compared with $308,890,502 in 
1959, with each line showing a decline. 
The largest drop of about $12.5 million 
was in collision, with 1960 premiums 
amounting to $69,328,438. 


N. Y. Losses Increase 


For the first four months of 1961, 
New York Board reported an 18.3% in- 
crease in the number of losses assigned 
to its committee on losses and adjust- 
ments and a 10.7% increase in amount. 
In April the increase in number was 
88.6% but the amount decreased 17.2%. 

For the four months there were 
5,457 fire, EC and sprinkler leakage 
losses for $13,640,781. The big increase 
in number for April and the increase 
in amount for both April and the four 
months came largely from EC losses. 


Marvin Finell, a member of the 
Beverly Hills law firm of Wyman, 
Finell & Rothman, general counsel of 
Republic Indemnity, has been elected 
a director of that company. 





are so restrictive as to subject a large 
segment of the driving public to in- 
convenience, harassment, gaps in cov- 
erage, suspension of registration, and 
unjustified surcharges, then the public 
interest is not being served,” the com- 
mittee states. 

Consequently, the questionnaire 
asked producers to indicate what com- 
panies subjected their business to un- 
derwriting restrictions and to tell what 
these restrictions were. The committee 
notes that many producers were re- 
luctant to report such information, par- 
ticularly the small ones. 


Underwriting Practices 


Of 12,772 producers reporting on un- 
derwriting practices, only 5,963 or 
46.7% indicated that one or more of 
their auto insurers or placement chan- 
nels applied such restrictions. For 
companies only the figure was 48.5%. 
The proportions of companies reported 
as restrictive increases with the earn- 
ings of the producer until the $50,000 
level and then declines somewhat. The 
increase is parallel with the increase 
in number of companies used for 
placing auto business. 

Reasons for not writing new business 
or for not renewing old business were 
given (in declining order) as age of 
operator, young and old, a restriction 
applied by 87% of the companies cited; 
number of traffic violations of driver, 
68%; length of driving experience; 
classification; age of vehicle; occupa- 


IN THE BEST 


TRADITION 


In the past few years, great 
changes have taken place in in- 
surance procedures which have 
profoundly affected the conduct 
of your business. We at Leslie H. 
Cook have dealt with these 
changes on a day-to-day basis, de- 
veloped workable techniques to 
help you prosper and grow. We’ -a=se 
like to call it creative selling... 


“in the best tradition.’” 
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tion or industry; type of vehicle; ter- 
ritorial location; balanced business re- 
quired of producer; limits of liability; 
over-all volume; producer loss ratio; 
risk’s moral or physical hazard; can- 
cellation by another company;“accept- 
ing no new business”; racial discrim- 
ination; previously assigned risk, and 
“underwriting reasons.” The last six 
categories accounted for less than 7% 
of the total restrictions cited. 


Smaller Companies 


Smaller companies are somewhat 
more restrictive in underwriting than 
the larger ones. The ratio of number 
of times cited as restrictive to each 
$1 million of premiums written tends 
to decline from a high of 84 for the 
smallest companies to a low of 19 for 
the largest. 

The city area places less emphasis 
on age of operator than upstate, less 
emphasis on number of traffic viola- 
tions and more on driving experience, 
more on age of vehicle, less on occupa- 
tion, and considerably more on terri- 
tory. The study lists 125 individual 
companies (out of 190 that write auto 
liability in the state) named most fre- 
quently as imposing underwriting re- 
strictions on new business and speci- 
fies the number of times each company 
was named by all producers reporting 
and the number of times each type of 
restriction was cited by all producers 
reporting. The average for all com- 


(CONTINUED ON PAGE 26) 
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Casualty Assn. Names 
Stark In Midwest 


Assn. of Casualty & Surety Compa- 
nies has named Melvin L. Stark man- 


ager of its mid- 
west office in 
Chicago. He suc- 
ceeds the late Roy 
L. Davis. 

Mr. Stark has 
been general su- 


perintendent of 
claims in Chicago 
tor U.S: F. & @& 
He joined that 
company in 1935 
at the home office 
and subsequently 
held adjusting po- 
sitions in Cincinnati, New Castle and 
Erie, Pa. He became superintendent of 
claims in Philadelphia before his trans- 
fer to Chicago in 1953. 

Mr. Stark is vice-president of Chi- 
cago Claims Managers Council. He was 
chairman in 1957 of the Assn. of Cas- 
ualty & Surety Companies committee 
on court congestion in Cook County, 
and he was chairman in 1960 of an 
association committee which surveyed 
scaffolding act claims in Illinois. 


IAC Card Ready 


Varied views from speakers outside 
the business and from a number in it, 
will be heard at the annual meeting 





M. L. Stark 


June 18-21 of Insurance Advertising 


Conference at Manchester, Vt. 

The problems of presenting ad 
agency services, plans and ad budgets 
to company managements will be dis- 
cussed by John A. Cairns, Chirurg & 
Cairns, New York and Boston. Hart- 
ford Fire’s highway sign program will 
be described by J. K. Cagney, the 
group’s fire ad manager. 

Robert E. Brown Jr., director of ad- 
vertising Aetna Casualty, will answer 
the question of whether and how co- 
operative advertising works. The role 
of advertising in modern agency opera- 
tions will be analyzed by a panel of 
agents. 

Direct mail and postal regulations 
will be covered by Charles Choquette, 
Reply-O-Letter Corp., New York. Jack 
M. Robinson, Robinson & Seidly, Min- 
neapolis, will describe how to build 
motivation influence. 

Other talks will be given by Lyttle- 
ton M. Baldwin, vice-president Trav- 
elers, the concluding dinner speaker; 
Walter M. Harrison, ad and informa- 
tion manager Travelers; John Wedda, 
art consultant of Lakeville, Conn.; John 
Karol, vice-president CBS; and Fred- 
eric Papert, Papert, Koenig & Lois, 
New York. 


Cincinnati A&H Assn. 


Names Temple President 


Cincinnati Assn. of A&H Under- 
writers has elected David B. Temple, 
Massachusetts Indemnity & Life, pres- 
ident, succeeding James H. Malone, 
Mutual Benefit H. & A., who becomes 
chairman. Other officers named are 
Martin W. Collins Jr., Monarch Life, 
vice-president; Edward J. Hanlon, 
W. R. Dignan Associates, treasurer: 
Lillian Drake, Mutual Benefit H. & A., 
secretary. 

Speaker at the election meeting was 
Benjamin F. Jones, regional sales vice- 
president Monarch Life, Cleveland, 
who discussed causes and cures relat- 
ing to “call reluctance,” a sales occu- 
pational “disease” that affects activity 
at the point of sale. 
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Greeting Card 
Approach Tried 


Promoting fire insurance to value is 
the objective of Zurich’s direct-mail 
circular entitled, “Gee, Mister— 
Wouldn’t You Be All Burned Up.” This 
differs from the average insurance 
mailer in that it is designed to resemble 
the contemporary greeting cards which 
have proved so popular. It tells the fire 
insurance story simply and briefly. It is 
printed in bright red ink on pink card- 
stock, folded once to 3% x 9” size, 
and is provided with a matching pink 
envelope, as shown in the illustration 
at right. 

The following mailing suggestions 
were included in the announcement to 
agents: 

—“Do not put return address on en- 
velopes. Do not address with typewrit- 
er or addressograph. Have envelopes 
addressed by hand. Use stamps—not a 
postage meter. This helps build the il- 
lusion of a greeting card. The curious 
prospect opens the card, gets the mes- 
sage in a flash, sees your agency im- 
print in special spot on back. 

““This won’t clinch the sale, though. 
You have to follow up ... by phone 
or in person. That’s why we suggest: 
Mail only a few copies each day—only 
as many as you can follow up prompt- 
Ly.’ 

The circulars are supplied for $3.50 
a thousand, including matching enve- 
lopes. About 60 days after an order for 
“Gee, Mister” is filled, the agent re- 
ceives a questionnaire (printed on the 
same stock and bearing the same illus- 
tration) to determine whether he has 
followed suggestions for the use of the 
circular, and what results he has had. 

Because it is so unconventional, the 
circular was issued with some reser- 
vations. However, the tremendous re- 
sponse has proved that Zurich agents 
welcome a new and unusual approach 
to an old sales problem. 
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Joins Consolidated Mutual 


Joseph H. Kay has been appointed 
personnel manager of Consolidated 
Mutual. He has been personnel direc- 
tor of Montefiore Hospital, New York. 
Prior to that, he was with National 
Shirt Shops. 
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Riverside Promotes Sandlin 

James Sandlin, assistant vice-presi- 
dent Riverside of Battle Creek, has 
been named a vice-president of the 
company. He joined Riverside as sales 
manager of its economy auto insur- 
ance plan 2% years ago. 
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coverages. 
Fire 
Fidelity and Surety 
Comprehensive General 
Automotive 
Reinsurance 


Excess Limits 
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SURPLUS LINE AGENTS 


BINDING 


Teletype unit installed in your office at our expense 
to give you instant replies to your inquiries. 
All lines of coverages—written in 20 year old company 


*Primary coverages in Pennsylvania 


* Surplus lines written through licensed agents in other states which permit non-admitted carriers to write liability 
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Owners, Landlords, and Tenants Liability 


Manufacturers and Contractors 
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FACILITIES— 


Garage Liability 
Liquor Liability 
Retrospective Contracts 


(a) Physical Damage 
(b) Auto Liability 
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IBCI Holds Annual; 
Russell Is Elected 


N. C. Russell, Inter-Insurance Ex- 
change of the Chicago Motor Club, 
was elevated to president of Illinois 
Bureau of Casualty Insurers at the an- 
nual meeting in Springfield last week. 
He succeeds C. L. Morris, Illinois Na- 
tional. Vice-presidents are A. F. Koring, 
Suburban Casualty, and P. N. Snod- 
grass, General Casualty of Madison. 
John Dickinson, Union Auto Indem- 
nity, is secretary, and C. M. Fish, Free- 
port, is treasurer. 

Director Joseph S. Gerber of Illinois, 
speaking on the activities of his NAIC 
subcommittee on rating laws and regu- 
lation, revealed that the subcommittee 
has produced some proposals. One is 
for the relief of aggrieved parties pro- 
vided they have a specific economic 
interest. Another recommends an ex- 
amination of supervisory organizations 
every five years and the preparation 
of a uniform manual for advisory or- 
ganizations. A third recommends that 
deviations stay in effect to remove the 
necessity for annual approval. These 
three recommendations are to be pre- 
sented at the NAIC meeting in Phila- 
delphia next week. 


Protecting Small Insurer 


Mr. Gerber explained that his sub- 
committee wants to protect the posi- 
tion of the small insurer. Solvency is 
a dark issue that causes the most con- 
cern, and “while the companies want 
progress and innovation, the danger of 
insolvency must be resolved in the fi- 
nal solution to the problem of prior ap- 
proval.” 

“Are rating bureaus necessary?” he 
asked. “What is their place under free 
competition? The seesaw of deviations 
is competitive, but how far can it go? 
Today we find one company or group 
filing a given rate, followed shortly by 
another company filing a rate below 
that, followed by the first company or 
group reducing their original rate in 
order to be below the rate filed by the 
company undercutting them. 

“Assume that subsequent disapprov- 
al is adopted—can bureaus meet the 
needs and demands of their members 
expeditiously? Shall they hew to the 
line or become merely statistical 
gathering organizations? Shall they 
develop only pure premiums? Shall 
they take on the problems of agency 
filings?” 

Robert J. Icks, actuary, reported that 
automobile underwriting results of bu- 
reau members showed a marked im- 
provement in 1960 with a plus 2.79 
underwriting gain compared with a 
minus 0.21 in 1959, minus 1.38 in 1958 
and minus 9.31 in 1957. 

BI is still in the red, but it has had 
“dramatic” improvement, Mr. Icks said. 
Medical payment is better although 
still producing a loss, but PDL is in the 
black and so are collision and compre- 
hensive. 

The Illinois Bureau is on record with 
the Gerber subcommittee as favoring 
retention of prior approval in rating, 
Mr. Icks added. 

R. K. Anderson, Chicago Motor Club, 
the bureau representative on the IIli- 
nois Automobile Assigned Risk Plan, 
said the estimated total of new and re- 
newal assignments for the fiscal year 
ending June 30 is 53,000. Even though 
the 1958 experience was the most en- 
couraging in 10 years, Mr. Anderson 
said Illinois companies need surcharges 
of 40% on clean risks, 75% on those 
with one accident or traffic conviction 
and 90% on all others in order to make 
AR business carry its own weight. 
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Florida Home Sold 
To A. E. Strudwick 
For $1.6 Million 


Controlling interest in Florida Home 
of Miami has been purchased by A. 
E. Strudwick, president A. E. Strud- 
wick Co., reinsurance brokers with of- 
fices in Minneapolis and Chicago. 

Control of the company was acquired 
through outright purchase of 34,330 
shares of common stock from General 
Development Co. and 34,330 shares 
from Southeast Shares, both of Miami. 
This represents slightly more than two 
thirds of the 102,705 shares of com- 
mon stock outstanding. Total consid- 
eration was $1,682,170. An offer to 
purchase the remaining shares in Flori- 
da Home is being made to all other 
holders of the $10 par value common 
stock before June 1, 1961, at $24.50 a 
share. 

A dividend of 10 cents a share on 
the outstanding common stock was 
voted payable June 30, to stock of 
record June 21. 

Florida Home was organized in 1949. 
As of Dec. 31, 1960, it reported $2,- 
533,902 assets and $2,039,620 surplus 
to policyholders. New directors are A. 
E. Strudwick; Timothy J. Farrell, presi- 
dent Union Ins. Co., Lincoln; Howard 
A. Goetz, vice-president A. E. Strud- 
wick Co.; R. W. Hanson, executive 
vice-president First National Bank of 
Minneapolis; Edward J. Kelly, Des 
Moines attorney; W. H. Kern, vice- 
president A. E. Strudwick Co.; and 
Donald P. Woltz, president Woltz Stu- 
dio, Des Moines. 


Employers Liability 
Group Premiums Shown 
Incorrectly Last Week 


The list of the 25 leading automobile 
insurance groups contained on page 
26 of last week’s issue had incorrect 
figures for Employers Liability group, 
the earned premiums of the parent 
company, Employers Liability, being 
in error, those of Employers Mutual 
Liability of Wausau. Instead of $21,- 
748,879, earned premiums of Em- 
ployers Liability should have read $36,- 
916,849. For Employers Fire the figures 
of Employers Mutual Fire were sub- 
stituted. With the correct $6,624,566 
for Employers Fire, the total for the 
group is $65,383,753 instead of $47,- 
429,264. This would rank Employers 
group as the 18th largest automobile 
writers in the U. S. They were shown 
as 23rd largest. 


Heritage Mutual Auto 


Premiums Misstated 


Premiums in 1960 of Heritage Mu- 
tual of Sheboygan, Wis., were incor- 
rectly reported in the 1960 automobile 
experience contained in the May 26 
issue of the THE NATIONAL UNDERWRI- 
TER. 

The company had earned auto pre- 
miums of $3,038,906 instead of $999,- 
313 as shown. On incurred losses of $2,- 
027,697, the loss ratio was 66.7%. The 
company showed an increase in pre- 
miums of $76,710, and its business was 
divided $1,404,000 of BI, $629,000 of 
PDL, and $1,005,000 of PHD. 


Resume Indiana Exams 


The Indiana department has an- 
nounced resumption of agents licens- 
ing examinations after a suspension of 
nearly six months. 

Examinations are being given in 
June to persons whose applications 
were filed and approved by June 2. 
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Those seeking to take the examination 
in July must have their applications 
approved by June 23. 

In a notice to companies, Commis- 
sioner Harry E. McClain stated that 
“the best interests of the public can 
only be served by the appointment 
and licensing of men and women of un- 
questioned integrity and who possess 
intimate knowledge of the business.” 

Mr. McClain suspended fire and 
casualty license examinations on Jan. 
18, shortly after he took office as com- 
missioner. During the past five months 
the examination has been changed, 
procedures have been altered and the 
requirements stiffened in an effort to 
upgrade the licensing system and the 
caliber of insurance producers in the 
state. 


Seek N.C. Auto Rate Boost 


North Carolina automobile rate ad- 
ministrative office has filed for an 
average liability rate increase of 18.7% 
on private passenger cars. 

An increase of 6.3% went into effect 
last February after a court battle. Mr. 
Gold was then directed to reconsider 
his previous turndown of an increase. 
He has not as yet set a hearing on the 
latest filing. 


Munich Re Makes 
Four Promotions 


Munich Management Corp., which 
manages Munich Re in the U. S., has 
elected Robert L. Morris vice-president 
and manager of the southern depart- 
ment at Atlanta, William E. Drew vice- 
president and casualty manager, and 
Guenter W. Haselein assistant vice- 
president and facultative manager of 
the southern department. 

The corporation also elected James 
P. Maltman its executive vice-presi- 
dent, and C. Sterling Bunnell, vice- 
president of First City National Bank 
of New York, directors. Until last Au- 
gust, Mr. Maltman was with American 
Mutual Re. 

Mr. Morris has been assistant vice- 
president and has been southern man- 
ager since 1957. Previously he was a 
commercial fire and marine under- 
writer with Liberty Mutual Fire, as- 
sociate underwriter of American Mu- 
tual Re, and fire and marine manager 
of American Auto at Atlanta. 

Mr. Drew, formerly assistant secre- 
tary, was with American Auto before 
joining the company in 1959. Mr. 
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Geo. F. Brown & Sons, Inc. has one of the 
very few completely installed electronic 
computer systems in the industry. This sys- 
tem allows us to give you faster claim serv- 
ice and the all important factor of faster, 
more accurate figures for commission, bill- 
ings, etc. Even though we have the latest 
electronic equipment, we have not over- 
looked the importance of top-notch per- 
































Guenter W. Haselein 





William E. Drew James P. Maltman 


Haselein has been assistant secretary 
and before 1957 was six years with 
Atlantic Mutual as a fire and marine 
underwriter. 


sonnel gathering the data and assembling 
it in order to provide the best service pos- 
sible to our accounts. 

Our markets are world-wide and offer pro- 
ducers a full scope of coverage for their 
needs. For your particular problem in Fire, 
Public Liability, 
Professional Indemnity, and all forms of 
Special Risks, write or call us. 


Automobile, Accident, 


GEO. F. BROWN & SONS, INC. 


175 W. Jackson Blvd. ° 


Chicago 4, Illinois . 


W Abash 2-4280 
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);DEDUCTIBLE 
FIRE 


Here is an idea which will put 

new business on your books! 

Add Lloyd’s Deductible Fire to 
your portfolio of coverages. It’s 
just the thing for large single 

or multiple location risks who want 
the cost-saving deductible fea- 

ture. But you'll need the expert 
touch of Leo B. Menner & Company 
to make each sale count. Drop 

g us a line today for a quotation on 
any risk where the Fire premium 
is $5,000 or more. 


We serve agents, brokers 
and insurance companies. 
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REINSURANCE -| EXCESS AND SURPLUS LINES 


LEO B. MENNER & COMPANY, 1we. 


BOARD OF TRADE BUILDING § 141 WEST JACKSON BOULEVARD © CHICAGO 4 
PHONE e WEBSTER 9-7565 


Insurance at 








*ee COCO SSSSESSSSSHHOESSHSSSESSESSESESEHESHSEOSHOSSSSOSHEESHSOHOSSHSHHHHOSHHEHESEHHHSSEESESE DS 


PRIMARY COVERAGES IN ILLINOIS 
WORKMEN'S COMPENSATION GARAGE & DEALERS LIAB. 
AUTOMOBILES & TRUCKS LIQUOR LIABILITY 
OLT—MFRS. & CONTRACTORS MALPRACTICE LIABILITY 
COMPREHENSIVE GEN’L. LIAB. BEAUTY SHOP LIABILITY 
COMPREHENSIVE PERSONAL LIAB. BURGLARY 
PRODUCTS LIABILITY PLATE GLASS-50/50 

%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 


And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 


Above Assigned Risk Auto Limits to 
100,000 /300,000 /100,000. 








THE CASUALTY COMPANY WITH EXTENSIVE FACILITIES ... 
FLEXIBLE UNDERWRITING ... REALISTIC RATING . 
INDEPENDENT! 
SINGLE RISK REINSURANCE TO $2,000,000 !!!: 


FIDELITY GENERAL gq INSURANCE COMPANY 
KP) 


A STOCK COMPA\-Y 


222 West Adams Street 


RAndolph 6-4060 Chicago 6, Illinois 
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New Hampshire Assets, 
Premiums, Surplus Up 
In 1961 First Quarter 


New Hampshire reports an under- 
writing loss of $554,311 for the first 
quarter of 1961, compared with a loss 
of $182,387 for the comparable period 
of 1960. Written premiums totaled $15,- 
342,576 for the quarter, a rise of $2,953- 
983, which reflects the results of the 
affiliated Illinois National. Policyhold- 
ers surplus was up to $35,209,224 from 
$32,103,117 for the same period in 1960. 

Ratio of losses and expenses to pre- 
miums was 99.5%. Investment income 
was up to $599,486 from $565,765 for 
the first quarter of 1960. Operating 
profit for the quarter was $45,175 aft- 
er taxes, against $377,576 in 1960. 


Md. Agents Card Set 


Maryland Assn. of Insurance Agents 
will hold its midyear convention June 
28-30 at Ocean City. The presidential 
address will be delivered by Porter 
Ellis, Dallas, president NAIA. 

W. F. Aimone, vice-president Phoe- 
nix of London, will discuss the new 
package policy era; John J. Sweeney 
Jr., Baltimore attorney, will describe 
rights of a citizen when issued a traf- 
fic summons, and traffic procedures; 
Edgar P. Silver, chairman motor ve- 
hicles committee, will give a_ talk, 
“The Four Horsemen of _ Traffic 
Safety.” 

Means to higher production and low- 
er agency expense through insurance 
premium financing will be examined 
by Stuart Webb, Union Trust Co.; 
Philip J. Dubey, Travelers, and Paul 
M. Holland, Afco. 


To Review Construction 


Insurance Problems 


The CPCU north central district in- 
stitute at Bowling Green (O.) State 
University June 15-17 will deal with 
insurance problems in the construc- 
tion industry. Harold W. Earley, Cleve- 
land agent, is general chairman. 

Those who will participate include 
John Richards, past president Amer- 
ican Institute of Architects; Jay Freer, 
Freer, Heene & Wasson, Cleveland; 
E. G. Krueger, American Casualty; 
Jay W. Gleason, Illinois R.B. Jones; 
Herman Schottenfels, Cincinnati agent; 
William H. Rodda, Transportation In- 
surance Rating Bureau; S.A. Gates, 
Illinois R.B. Jones; Jason Crain, Cleve- 
land consultant; Fritz Lichtenberg, 
Massachusetts Mutual Life and Walker 
Groetzinger, St. Paul F. & M. 


Va. Field Club Elects 


Stock Fire Insurance Field Club of 
Virginia at its annual meeting elected 
James W. Holbrook, New Hampshire, 
president; V. M. Bradshaw, U.S.F.&G., 
vice-president, and Erwin S. Gill Jr., 
America Fore Loyalty, secretary- 
treasurer. 

Elected to the executive committee 
were R. D. Briggs, Home; John W. 
Edelin Jr., National Fire; W. P. Pitts 
Jr., National Union; and A. C. White 
Jr., American Equitable. 

Speaker was Paul H. Blaisdell, di- 
rector of special activities of Insurance 
Information Institute. 


Kemper Social Group Elects 

Harry J. Osborne has been elected 
president of the Kemper Men’s Club, 
a social organization of 600 Chicago 
male employes of the Kemper group. 
Mr. Osborne, who succeeds Thomas 
M. Patton as president, is assistant 
manager of the compensation and lia- 
bility underwriting department. 


June 2, 136) 


1 Out Of Five Families 
Can Expect A Costly 
Misfortune, Study Shows 


A serious illness, accident or other 
misfortune, costing an average of $2,- 
000 must be expected sooner or later 
by one out of every five middleclass 
families, according to a survey by 
Northwestern National. These figures 
are based on the experience records 
of a sample group of 6,500 policyhold- 
er families who filed written reports 
in the company survey. 

Couples reporting in the misfortune 
survey had been married all the way 
from a few months to 50 years, but 
the average family-life span at time of 
reporting was approximately 18 years. 
Only major misfortunes costing $500 
or more were reported. 

Of the 6,500 families, 22% have had 
one or more such major misfortunes, 
each of which involved direct expenses 
averaging $1,480. Indirect costs aver- 
aging another $550 represented mainly 
income lost by laid-up wage-earners, 

Illness and/or surgery was by far 
the most frequent cause, accounting 
for 71% of all the financial emergen- 
cies reported, and costing an average 
of $1,800 per occurrence. Automobile 
accidents were the next most frequent, 
accounting for 10% and averaging a 
little over $2,400 in total costs per ac- 
cident. 

Most expensive type of misfortune 
listed was the industrial accident 
which accounted for only 142% of oc- 
currences, but which involved costs to 
the family averaging $5,890 per acci- 
dent. 

Wives were the victims of 39% of the 
mishaps, husbands 32% and children 
18%. The remainder either involved 
property damage alone, or dependents 
outside the immediate family. 

Approximately two out of three mis- 
fortunes were covered by insurance. 


Farmers Group Names 


Dunkley Marketing Director 

John Dunkley has been appointed 
to the newly created position of director 
of marketing of Farmers group of 
Los Angeles. He will supervise the 
activities of four departments: Market 
research, sales promotion, sales educa- 
tion, advertising and coordinate sales 
communications. 

Mr. Dunkley joined the group in 
1951 as division supervisor at Merced, 
Cal. 


Hargrave, Hargrave & Boston agency 
of La Porte, Ind., has bought the in- 
surance business of the Seymour, 
Stroud & Siljestrom agency. 
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More Comprehensive Health Benefits, 
Help For Aged Urged In Mich. Study 


Although three out of four families 
in Michigan have some kind of pre- 
paid health insurance, two-thirds of 
the total medical bill still is paid di- 
rectly out of the family pocketbook, 
the first of three reports of a Univer- 
sity of Michigan study of hospital and 
medical economics in the state has re- 
vealed. The survey, which was con- 
ducted for three years with grants of 
$380,000 from the Kellogg Foundation 
of Battle Creek, is the largest indepen- 
dent analysis on this subject that has 
been made in any state. 


Contains Vast Implications 


Containing vast implications for the 
insurance industry, the report empha- 
sizes critical areas such as coverage for 
the aged and low income groups, and 
underscored in its recommendations 
are the desires for more comprehensive 
coverage and continuation of group in- 
surance into retirement. It exhorts pre- 
payment plans to give “some primacy 
to social goals over market considera- 
tions. . . . Specifically, they should 
cease offering contracts to those age 
65 and over which contain significant 
deductible or coinsurance provisions, 
low ceilings on indemnity payments, 


Mich. Health Care 
Study Brings Forth 
Reverberations 


Release of the first of three sections 
of an exhaustive report on a Michigan 
hospital care survey has brought some 
reverberations. 

The report specifically asserted that 
“private health insurance companies 
should give some primacy to social 
goals over market considerations. .. . 
Specifically they should cease offering 
contracts to those aged 65 and over 
which contain significant deductible 
or coinsurance provisions, low ceilings 
on indemnity payments or numer- 
ous exclusions. Wherever relevant, the 
powers of the insurance commissioner 
should be used to encourage this de- 
velopment.” 





Blackford Comments 


Commenting on this recommenda- 
tion, Commissioner Blackford of Mich- 
igan said chief offenders appear to 
be unlicensed insurers who “prey” on 
older Michigan residents through mis- 
leading advertising, chiefly through the 
mails. He said, however, that reliable, 
authorized insurers “haven’t moved in- 
to the field of health care as they 
could.””’ Keen competition has tended 
to keep emphasis on select risks as the 
insurers cannot accept the poorer risks 
and remain competitive under present 
conditions. Good risks are able to get 
such low rates that underwriting of 
risks in which experience is unlikely to 
be favorable is made virtually impos- 
sible. 

“Until we solve the problem of med- 
ical care for the aged,” he said, “rates 
for hospital-medical coverage will con- 
tinue to go up.” He said persons over 
65 now have the greatest need for 
coverage but are able to get the least 
protection. 

Dr. Kenneth Johnson, Lansing, pres- 
ident of Michigan State Medical So- 
ciety, disagreed to some extent, how- 
ever. He said he saw no evidence “that 
care of the over-65-age 
creates any greater cost than that in 
any other segment of the community 


individuals - 


or numerous exclusions. Wherever rel- 
evant, the powers of the insurance 


commissioner should be used to encour- 
age this development.” 

In .a preface to the report, Walter 
J. McNerney, head of the university’s 
bureau of hospital administration and 
stated that 


director of the survey, 


health is now viewed as a necessity, 
ranking in importance with food, cloth- 
ing and shelter. “There is no longer 
any question of whether people receive 
health services. It has become a mat- 
ter of how only. A more affluent so- 
ciety. . . gives every indication of want- 
ing to put more than the acute hospital 


7 


illnesses under prepayment or insur- 
ance. 

“Perhaps up to 70% of the medical 
care dollar will be covered in the next 
10 years. The coverage will probably 
have to be simply stated with no cute 
limitations, and it will probably be less 
unique by local area. If voluntary ways 
cannot be found to cover such difficult 
groups as the aged and disabled, there 
is reason to believe that the govern- 
ment will act. 

“The consumer gives every evidence 
of wanting security and predictabil- 

(CONTINUED ON PAGE 34) 




















With the addition of Life and Accident and Health to our 


long established and growing capacities in strategic per- 


sonal and commercial lines, we offer independent agents 


and brokers a uniquely coordinated traditional service. 
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90 John Street, New York 38, New York . : * oo 


Manager 





FEDERAL INSURANCE COMPANY + VIGILANT INSURANCE COMPANY +» THE MARINE INSURANCE CO., LTD. - THE SEA INSURANCE CO., LTD. 
: LONDON ASSURANCE (MARINE DEPT.) - ALLIANCE ASSURANCE CO., LTD. 
Life Insurance, Accident & Health, Group Insurance through 
THE COLONIAL LIFE INSURANCE COMPANY OF AMERICA 


covered under Blue Cross-Blue Shield.” ; 
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Affiliate of FEDERAL INSURANCE COMPANY 
Aviation Insurance through Associated Aviation Underwriters ~. 
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Plaintiffs Have Two 
Good Weeks In A Row 


Cook County Jury Verdict Reporter 
in its summary of personal injury cas- 
es in Chicago for the week ending 
May 26, shows six wins for defendants 
and seven for plaintiffs, with $117,550 
’ awarded in damages. 

The largest verdict, $50,000 went to 
an engineer of a ballast train enroute 
to a washout caused by flood in Ind- 
iana. A bridge collapsed beneath the 
train and the engineer was injured. 
Verdicts of $25,000, $19,000 and $13,- 


HeNATIONAL UNDERWRITER 


750 were given by juries in traffic ac- 
cident cases last week. 

The week before, juries reversed 
the trend of the past few months and 
awarded plaintiffs $241,845 in 14 de- 
cisions out of 24 cases. The defendants 
won eight times, and two juries were 
deadlocked. Damages awarded were 
almost exactly half of what was asked 
in all the cases, this unusually high 
percentage arising from the fact that in 
several cases the juries gave more than 
was asked by plaintiff as a final de- 
mand. 

For example, a woman injured in 
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EXPERIENCE 


is the priceless ingredient in the operations of an insurance com- 
pany. Paired with judgment, it governs success in underwriting 
and in the wise handling of financial resources, of assets and 
surplus. Not least, it guides a company in its relations with the 
insuring public and with the local agent who is the cornerstone 
of the insurance structure. PLM, now in its 66th year, has this 
experience. It could profitably work for you.Why not drop us aline. 


plm 


A MULTIPLE LINE COMPANY 
“Founded in the Birthplace 
of American Mutual Insurance’”’ 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 
PLM Building « Philadelphia 7, Pa. 
Regional Offices in New York, Los Angeles, Charlotte, N.C., Phoenix, Ariz. 


a bowling alley would have settled for 
$3,000, but the jury gave her $13,000. 
Another woman, injured while work- 
ing at a punch press, would have set- 
tled for $17,500, but the jury gave 
her $41,260. A railroad car inspector 
got $100,000 of a $175,000 final demand 
for the loss of two feet when he was 
caught between cars in a switch yard 
although he had failed to put up a 
warning flag. The reply to this failure 
was that the custom is not to observe 
that rule. 

Since Sept. 1, 1960, when the courts 
went back into action after the sum- 
mer recess, juries have found for de- 
fendants 272 times, for plaintiffs 222 
times and there have been 29 juries 
deadlocked. Total damages awarded 
are $3,185,417. The statistics and case 
summaries are prepared by Cook Coun- 
ty Jury Verdict Reporter on a week- 
ly basis. 


Dutton Retires, Phoenix 


Names Howland On Coast 


George L. Dutton, district manager 
of Phoenix of Hartford at San Diego, 
retired from that position June 1 after 
33 years with the company. He started 
with Phoenix group in Oregon after 
having been a local agent at La- 
Grande. He was on military leave of 
absence during World War II when he 
served on the staff of Gen. Douglas 
MacArthur. After the war he took 
charge of the San Diego office. 

Henry M. Howland, agency supervi- 
sor at San Diego, succeeds Mr. Dutton 
as district manager there. He has been 
with Phoenix since 1937, although he 
was with the company earlier while 
attending school in Connecticut. He 
went to the Rocky Mountain territory 
as special agent in 1946, and two years 
later went to New Mexico, becoming 
state agent there in 1950. He was later 
at Denver as assistant manager before 
going to the coast in 1958 as agency 
supervisor at Los Angeles. He was 
moved to San Diego in the fall of 1960. 


Pentland Is Named MLG 
Of St. Louis Blue Goose 


Archie R. Pentland, Missouri Audit 
Bureau, was elevated to Most Loyal 
Gander of St. Louis Blue Goose at the 
annual meeting and golf tournament 
at Crystal Lake County Club, near St. 
Louis. He succeeds Marvin H. Sehnert, 
American. 

Other new officers are: Supervisor, 
Oscar W. Schowalter, Hartford Fire; 
custodian, Louis R. Arbuckle, Under- 
writers Adjusting; guardian, C. D. Mc- 
Cormack, Boston; keeper, John W. Pet- 
ers, Home, and wielder, Thomas F. 
Collins, Phoenix of Hartford (retired). 
Mr. Pentland and Mr. Collins were 
named delegates to the Grand Nest. 

Thomas Kingsley, Travelers (retired) 
and George W. Fischer, Hartford Fire 
(retired), were awarded life member- 
ships, and several of the members re- 
ceived 25-year pins. 

Willard M. Brown, Missouri Audit 
Bureau, was elected to head a commit- 
tee that will be in charge of the Grand 
Nest convention in St. Louis in 1965. 

C. H. Pollihan Jr., Armbruster agen- 
cy, won the low gross at golf, and the 
low net was taken by Charles H. Wit- 
tenberg, Royal-Globe. 


Lockhart Is Skipper 


Of Detroit Mariners 

Detroit Mariners have elected Rob- 
ert B. Lockhart Jr., Royal-Globe, skip- 
per. Other officers are Ernest W. 
Brodt, St. Paul F. &M., 1st mate; John 
O. Raynor, North America, purser; and 
Robert M. Price, Phoenix of Hartford, 
yeoman. 
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Arthur H. Motley, left, president of 
U.S. Chamber of Commerce, presents 
one of his  organization’s annual 
achievement awards to James L. Ryan, 
Paterson, president of New Jersey 
Assn. of Insurance Agents. The award 
was made for the agents’ statewide 
traffic safety program in 1959 which, 
in 1960, received three National Safety 
Council citation trophies and the high- 
way safety award of NAIA. 


Heart Attack At Work 
Gets No WC In Indiana 


Indiana appellate court has ruled 
that when a worker with no previous 
history of heart disease suffers a fatal 
heart attack while doing his normal 
work his estate is not entitled to 
workmen’s compensation. The court 
affirmed a denial of an award to the 
widow of Loren Douglas. She con- 
tended that she was entitled to an 
award because her husband, on the 
day of his death, had to do extra 
hard work. The court, however, said 
the extra work had not been proved, 
and that a victim suffering a heart at- 
tack at work must prove it was 
brought on by exertion beyond that re- 
quired by his ordinary duties. 





Insurance Federation of New York 
has issued letters supporting the 
Boggs bill, which would protect the 
tax deductibility of dues or other 
funds paid by individuals or firms to 
trade associations engaging in legisla- 
tive activities. The bill is now before 
the House ways and means committee. 


CONCESSION 


KARTING 
COVERAGE 


WHEREVER THERE IS KARTING 
WE'LL HELP YOU INSURE IT! 


Immediate coast-to-coast coverage 
for concession tracks. Bodily injury, 
property damage and medical pay- 
ments. Contact the ‘‘champion”’ 

. insurors of the world's larg- 
est Karting Association. 


SPECIALISTS IN 

SPECIALIZED INSURANCE 

DELAWARE VALLEY 
UNDERWRITING AGENCY, INC. 


12 S. 12th St., Philadelphia 7, Pa. 
Tel. WA 2-7922 .. . Area Code 215 
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THE MANUAL FILE. Master policy records are 
often unavailable because they are in transit 
or temporarily misplaced. 


Store 
policy data 
electronically 


ELECTRONIC INFORMATION SYSTEM. Master policy 
records kept in the RAMAC disk file are avail- 


able to you immediately. 








Get any policy fact you need in seconds 
..from IBM RAMAC* disk files 


No more lost or strayed daily reports 
when they are stored in an IBM data proc- 
essing system with RAMAC disk files. 

RAMAC magnetic disks contain all 
master policy file records in one place—and 
make them available immediately. Simply 
type your inquiry...and you get complete, 
accurate policy status in seconds. With the 
RAMAC file, your records are as up-to- 
date as your very last transaction. 

IBM data processing systems automati- 





cally rate and code approved applications 
and write policies on high-speed printers. 
In addition, they automatically prepare 
renewal notices, policy declarations, sta- 
tistical and other management reports. 

Call your IBM Representative. He can 
give you the full story on IBM data proc- 
essing systems with RAMAC disk files... 
and tell you how the increasingly wide 
range of capacities provides the ideal sys- 
tem for any size insurance company. 


IBM. 


DATA PROCESSING 
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State Farm Mutual’s marketing sys- 
tem was described in detail by Merrill 
E. Grafton, regional vice-president at 
Jacksonville, at the annual meeting in 
Ft. Lauderdale of Florida Assn. of 
Mutual Insurance Agents. He told how 
the agents are recruited, trained and 
motivated and how the agency opera- 
tion of the company is organized. 

The State Farm agent is an inde- 
pendent contractor, he said. His income 
comes entirely from commissions on 
the business he writes and services. He 
pays rent for his office and pays the 
employes. The only difference between 
him and the independent agents, Mr. 
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Details State Farm Marketing Set-Up, 
Stresses Value Of Experienced Agent 


Grafton said, is that he represents the 
three companies in the group on an 
exclusive basis. 

If the State Farm agent resigns or 
is terminated, he is paid a fair price 
for the business he has built. In effect, 
he sells it back to the company. So he 
is not too concerned when other agents 
feel sorry for him because he doesn’t 
own renewals. State Farm follows the 
pattern of the large life companies, 
whose agents represent one company. 
The group is multiple line and has been 
for many years. Its agents are able to 
satisfy the insurance needs of the or- 
dinary family man and small business- 
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long Haul Coverage? 
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V/V Workmen’s Comp. 

V/ Long Haul 
Liability 

V Immediate Binding 
Authority 

V/ Excess Limits 
All Classes 
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American Stock 
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es. The fire company writes fire and 
EC, homeowners, OL&T, storekeepers 
liability and elevator liability. It is ad- 
ding burglary and plate glass. The life 
company provides the agent all the 
coverage necessary for family needs. 

State Farm considers the agent an 
essential factor in its marketing for- 
mula. Without enough well trained 
agents, there will be no progress. The 
most successful State Farm agents are 
those who have the know-how and who 
provide proper service. 


No Preparation of Policies 


The State Farm agent does not have 
to prepare policies or collect premiums. 
This is done for him in the regional of- 
fice by high-speed electronic machines. 

In 1950, State Farm inaugurated a 
career agent program that deserves 
much of the credit for keeping the 
company prosperous, Mr. Grafton said. 
During the last decade when the group 
faced more competition than it had in 
the early years, the agency program 
helped it to get ahead. The program 
raised the standards for agents so that 
all are full-time, multiple line pro- 
ducers. 

At the start of the program, State 
Farm insured 25,000 automobiles in 
Florida. The state was divided into 
four districts, each with an agency 
manager providing training and super- 
vision for 50 agents. One agency direc- 
tor coordinated the work of the four 
managers. By 1954, the company had 
more than 90,000 automobiles insured 
in Florida. That year 90 agents wrote 
$427,000 in fire premiums, averaged 
1,000 auto policies per agency, and had 
$15,500,000 of life in force. Today there 
are 172 local agents working under 
the direction of 17 managers and three 
directors. The company now insures 
more than 225,000 automobiles, and 
last year it wrote nearly $1.5 million 
in fire premiums. It has close to $50 
million of life in force. Florida is only 
an average state—in some states the 
company has one-third of all the reg- 
istered cars insured. 


Most Important Man 


The most important man in the sales 
organization, Mr. Grafton said, is the 
district manager. He must select the 
right agent and train him. Managers 
are carefully selected from the most 
successful agents. They attend a series 
of management development schools 
where they are taught how to recruit 
new agents and how to analyze the in- 
surance needs ir their districts. The 
company makes surveys for them. For 
example, it knows that an agent can be 
successful if the locality has 5,000 pri- 
vate passenger car registrations. In ad- 
dition, the company examines market- 
ing surveys to determine how many 

(CONTINUED ON PAGE 22) 
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Mooney Named V-P 
By American Home 


has elected Wil- 
vice-president. He 


American Home 
liam S. Mooney a 
recently joined the 
company to man- 
age the claim and 
loss department. 

Mr. Mooney en- 
tered the business 
in 1941 as an ad- 
juster with Glens 
Falls and later ad- 
vanced to claims 
manager and then 
to field supervisor. 
He was subse- 
quently secretary 
of North British 
and managed that group’s U. S. claims 
and loss departments until he re- 
signed to join American Home. 


William S. Mooney 


Bill Would Provide Credit 


Risk Cover For Exporters 


Reps. Multer and Widnall have in- 
troduced a bill in Congress for estab- 
lishment with private capital of a fed- 
erally chartered American Export 
Credits Guaranty Corp. to provide cen- 
tral facilities through which all Ameri- 
can exporters could be insured against 
failure of foreign purchasers to pay. 

In cooperation with the government, 
the organization would also insure ex- 
porters against losses, arising from 
foreign government action or catas- 
trophe, beyond the capacity of private 
underwriters. 

To assure that all American insur- 
ers could participate, the corporation 
is required by the bill to reinsure up 
to 90% of the volume of its business 
with companies wishing to take part as 
underwriters. 

The plan is the result of several 
years study of the problem by the 
national coordinating committee for ex- 
port credit guarantees, a voluntary as- 
sociation of more than 200 American 
companies which sell $50 billion in 
goods annually in domestic and over- 
seas markets. 


American Promotes Kennel 


American has promoted Alexander 
Kennel from underwriting supervisor 
at New York to fire and marine man- 
ager at Nashville to succeed Edward 
F. Ketterer, who has been transferred 
to the home office. 

Mr. Kennel joined the company in 
1948 as an underwriter at New York 
and in 1959 was advanced to under- 
writing supervisor there. 








PROMPT 


PROMPT attention is given to each claim 


BUCKEYE UNION GROUP 


The Buckeye Union Casualty Company 
The Buckeye Union Fire Insurance Company 
The Mayflower Insurance Company 





Home Offices: Columbus 16, Ohio 
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Q. Mr. Turpin, how long has your agency, Spratlin & Harrington, @.What’s your main impression of INA over those years? 


represented INA? A. They've shown a world of imagination in creating new prod- 


A. Forty-nine years, now...since 1912! ucts, and they've been mighty aggressive in merchandising 
them. Insurance can use a lot more of that these days. 





Q. What new concepts do you like particularly? Q. How does this help your sales? 

A. The new Motel, Apartment Owners and Office Building “pack- A. Helps me take business away from the competition, for one 
ages.” They wrap up more coverage in a single contract. thing. When you can present an advantageous program you 
They're flexible enough to fit the risk, cut costs so that they’re often get the business. 


very competitive. 









? 
Q. What of the future? ... fact is, I'd like to tell our readers about some of these. Just 


A.| hope INA will continue to keep 'em all off balance with write me, Raymond Turpin, Executive Vice President, Spratlin & 
new concepts. We need aggressive action while the busi- Harrington Co., 78 Marietta St., N.W., Atlanta, Ga. 
ness is going through so many changes. INA’s ideas are 
opening up new opportunities... 


ie Om 
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Eyes Mutual Agency Perpetuation 


The diminishing number of indepen- 
dent mutual agents who are really de- 
voting their energies to selling is of 
grave concern to the future of the 
agency system, in the opinion of Paul 
A. Garrick, Medina, N. Y., vice- 
president of National Assn. of Mutual 
Insurance Agents. In a talk at the an- 
nual meeting in Syracuse of Mutual 
Agents Assn. of New York, he analyzed 
this threatening development and pre- 
scribed remedies. 

In New York, (exclusive of brokers 


in New York City), there were 20,341 
agents and agent-brokers licensed in 
1956, and there were 21,808 in 1960. 
This is an increase of only 1,467, or 
less than 8% in the four year period, 
Mr. Garrick said. 

On the surface it might appear that 
a 2% increase per year in the number 
of producers was adequate, but, when 
it is recalled that State Farm Mutual, 
Nationwide Mutual, and Allstate have 
increased their agency forces by thou- 
sands of agents in New York during 


this period, it becomes obvious that 
the relative number of independent 
agents has diminished. When consid- 
eration is given to the multiplicity of 
new coverages needed in the face of a 
population explosion, it becomes evi- 


dent that the system is behind the 
“production eight ball.” 
Cites Figures 

Mr. Garrick’s friends and some 


company officials have a tendency to 
rationalize the facts on reduction in 
producer ranks. They attribute it to 
numerous consolidations of agencies. 
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But consolidation leads to a corre. 
sponding reduction in the number of 
available insurance salesmen. Larger 
agencies result, and the large agent in 


the face of today’s increasing detai! be- | 


comes more and more an agency man- 
ager and less and less a salesman. 

Mr. Garrick recalled that a survey 
by Life magazine in Atlanta, Chicago, 
Los Angeles, and the suburbs of New 
York City, revealed that 79% of those 
interviewed had found it necessary to 
ask the agent to “sell them insurance.” 
This emphatically illustrates _ that 
agents are not doing a_ professional 
sales job. 


Gives Result Of 20 Calls 


To show what can be done, Mr. Gar- 
rick said that one agent of his ac- 
quaintance recently made 20 calls in a 
small residential development area and 
sold on the spot: Two homeowners, 
one fire policy, three auto policies, and 
one CPL. This agent will pick up a 
$5,000 endowment policy, and he got 


a commitment for another homeown- \ 


ers, plus 15 expiration dates. 

There are too few professionals avail- 
able to sell and service a rapidly ex- 
panding insurance market adequately. 
A solution must be found, and Mr. 
Garrick made a few specific sugges- 
tions, based on his own experiences. 
He operates in a small town of 7,000, 
and he long thought that he had in- 
sufficient need for more salesmen. Now 
he Knows it was a grave mistake not 


to have taken in “new blood” several | 


years ago. This situation is now being 





Mass. Agents Seminar Set 


Massachusetts Assn. of Insurance 
Agents will hold a seminar June 14-16 
at the- University of Massachusetts, 
Amherst. 

Jack R. Shugg, U.S.F.&G., will dis- 
cuss merit rating plans; Robert Ca- 
passo, state registry of motor vehicles, 
will analyze the single type auto reg- 
istration; William N. Woodland, Mu- 


tual Fire Insurance Assn. of New Eng- | 


land, will present an explanation of 
conference procedure; Harry Scarth, 
Aetna Casualty, will view personnel 
problems, and Thomas B. McAuley, 
Berkshire County National Life, will 
describe a practical approach to life 
insurance for the property-casualty 
agent. 

The role of the independent agent 
in the distribution of insurance will 
be taken up by Archie Slawsby, Nash- 
ua, N. H.; Edgar S. Cook, president of 
the association, will discuss collections 
and financing of premiums in an 
agency; and the commercial property 
form will be analyzed by James F. 
Kelly, Commercial Union and Clyde 
F. McCarthy, American. 

Walter May, New England Fire In- 
surance Rating Assn., will cover mo- 
tel policies; Raymond King, North 
America, the apartment form, and 
William Winslow, Travelers, the store 
owners package policy. John Adam 
Jr., Worcester Mutual Fire, will give a 
talk entitled “It Takes Two.” 


K. L. PEARCE COMPANY 


PAYROLL AUDIT SERVICE 






AGENCY CONTACT ALWAYS 








HOME OFPICE: INSURANCE EXCHANGE Bidg. 
DES MOINES, LOWA * Phones CH 3.9649, Cu 3-8640 
1OWA © MINNESOTA © DAMOSAS © MEBRASGKA 
MISSOURI © ILLINOIS © WISCONSIN © INDIANA 
MICHIGAN @ KANSAS ¢ OKLAHOMA @ COLORADO 
NEW MEXICO 
ASSOCIATES IN OTHER STATES 
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corrected, and Mr. Garrick is convinced 
he could use to definite advantage, two 
additional salesmen. 

Agents and company officials must 
cease to think of added agency man- 
power as an agency problem alone 
and recognize it as a company and 
agency problem. Most _ established 
agents could muddle through the 
present period without additional man- 
power. But no company can long sur- 
vive without a continuous stream of 
“new blood” being added to its agency 
forces. New producers are even more 
valuable to the company than to the 
established agency. Companies should, 
therefore, give more tangible aid to 
agents in order to keep their agency 
plants productive. 

There are many progressive life 
companies which have been following 
procedures to bring new salesmen in- 
to their ranks. One of the big life com- 
panies, after carefuly screening a pro- 
spective salesman, gives him a draw 
of $7,200 a year for three years. An 
assignment of commissions on busi- 
ness produced during this time is, of 
course, required by the company. 

One of this company’s agency man- 
agers told Mr. Garrick that the com- 
pany occasionally lost money on an in- 
dividual who did not make the grade 
or who left its employment, but this 
is more than balanced by the good pro- 
ducers developed. The company feels 
that it is in the business of taking 
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chances and working with the law of 
averages. 

Problems inthe liv hed. in si. | i rs 
such assistance to new agents, are 
somewhat different from those in fire bh 98 
and casualty. However, the problem TH FE Q S ESS! 
can be worked out, in Mr. Garrick’s 2 
view. Stock company competitors have 3 2 E 
such programs, he noted. Aetna Cas- report Dick McAfee and Charlie Ricke, 


ualty has a plan in operation to help St. Paul Agents in Mercedes, Texas 
new agents get started and to assist ex- : 


isting agents to take on new production rs on d rs ao 6) rs d d b 4 es 

men. Travelers has a similar plan. 4 4 A 4 d d é d e 

Set Up Satisfactory Plan d A O°) d o, - O4 40°84 é b 0 d b ( “8 
Employers Liability recently set up A AA A ° 46 

a most satisfactory plan in the office A A 

of a friend of Mr. Garrick’s. This d ( = TT ao aes d Oy 

agent has always been predominately rs 

mutual, but Mr. Garrick thinks that 

the future will see the Employers’ vol- A 

ume in his office increase very sub- ‘e) d 

stantially. A 
As competitors of these stock com- 4 re 

panies, the mutual system should con- 


gratulate them on recognizing a real d rs. A 4 


problem and taking a progressive step 








in the right direction. Obviously there 
are many bugs to be worked out in 4 rss 
such plans. They must be solved or } 
the agency system will be relegated to 

a smaller niche in the business. A busi- d rs 
ness that has survived two World Wars, 
a multitude of depressions, and even } 
merit rating, certainly can and must 


. . rT j 
slvene nate of agency vervewaton, | “We EQvered a rodeo for a $1,290 premium 








Springfield-Monarch 
Reports On Quarter 


Springfield-Monarch reports a con- 
solidated underwriting loss, including 
life, of $2,486,502 for the first quarter 
of 1961. Written fire and casualty pre- 
miums totaled $19,529,290, an increase 
of 5.8% from the comparable period in 
1960. Life writings were $10,941,120. 
The consolidated policyholders surplus 
increased $4,178,811 from the end of 
1960 te a new high of $97,715,709. 

The property and casualty ratio of 
losses and loss expenses to premiums 
earned was 67.9 for the first quarter of 
1961, and ratio of other expenses to 
premiums written was 40. 

Consolidated investment income for 
the period was $1,395,527, an increase 
of $107,679 from the same period in 
1960. Consolidated operating loss was 
$1,184,725 after taxes. Group assets at 
the end of the quarter were $282,268,- 


will 401, up $16,406,398 from the end of 
eC , 


1960. 


N. J. Auto Data Is Held 
Confidential By Court 


Attorney General Furman of New 
Jersey has pointed out that insurers 
seeking to use records of the state’s 
motor vehicle division as evidence in 
law suits will find their way blocked 
by a US. district court ruling. 

Precedent for the confidential nature 
of motor vehicle department records 
was set by Judge Bryan in the south- 
ern district court of New York in a 
case involving New York and New Jer- 
sey drivers. Judge Bryan quashed a 
subpoena calling for the New Jersey 
department to produce records. In do- 
ing so, Mr. Furman said, the court re- 
spected New Jersey’s strong policy, 
enunciated by statute, rendering con- 
fidential the division’s accident rec- 
ords and precluding their disclosure. 


Buffalo Names Jones 


Buffalo has appointed Daniel P. 
Jones claim manager at Atlanta for 
the southeastern department. He has 
been in claims administration and 
supervision for 15 years, most recently 
with Allstate at Atlanta. 


Fisher, Others Advanced with St. Paul’s Rain Insurance” 


At Pacific Indemnity *‘We’re not big-city agents used to ance... closed the sale for a $1,250 
Carl Fisher, vice-president Pacific | dealing with big-city exposures, but premium.” 

Indemnity, has been elected executive | when the unusual came up—there was You, too, will be pleased with the 

vice-president, and Vice-Presidents | the St. Paul ready to help us!” write St. Paul because in it you have a full 

John H. Archer and Gordon H. Snow | St. Paul Agents Dick McAfee and ultiple-line facility. One company 


have been made senior vice-presidents. Charlie Ricke, Mercedes, Texas. offering MultiCover, Umbrella and 
Edgar L. Kale, assistant vice-president, | ,, Multiple Coverage Plans. 
was promoted to vice-president. A rodeo company wanted a guarantee Get full details . . . and find out how 


Pacific Indemnity also has advanced | 0" gate receipts for 5 performances. you can be a successful St. Paul Agent 
Ralph B. Smith, resident vice-presi- We suggested St. Paul’s Rain Insur- by writing your nearest St. Paul Office. 
dent at Los Angeles, to regional vice- 
president, and Harold R. Dow, A. G. 














: Zé HOME OFFICE EASTERN DEPARTMENT 
Provis, and T. J. Parker to assistant 385 Washington St. 90 John Street 
comptrollers. St. Paul 2, Minn. New York 38, N. Y. 


“ 
' NEW ENGLAND DEPARTMENT 
John W. Cowee, professor of busi- 10 Post Office Square 


ness administration at University of Boston 2, Mass. 
California, has been named dean of 
the school’s graduate school of busi- . ine 
ness administration replacing Edward The Agency System... An American Tradition 


full time to teaching and ccccanch | 
full time to teaching and research. 


PACIFIC DEPARTMENT 
Mills Building 
San Francisco 6, Calif. 


Je ndependent 
ene /AGENT 








Automobile Physical Damage Insurance 


This conservatively operated Stock Company, admitted in Missouri, Illinois, In- 
diana, Kentucky, Ohio, Michigan and Louisiana, specializing in Auto Physical 
Damage Insurance, has 


OPENINGS AVAILABLE FOR AGENCY CONNECTIONS 


If you have a volume of this business, it will be to your advantage to 
place it with a Specialty Company. 
Send your inquiries to MANCHESTER INSURANCE & INDEMNITY COMPANY, 
9929 Manchester, St. Louis 22, Missouri. 
A CAPITAL STOCK COMPANY 
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Cincinnati, Ohio 
Executive Offices—St. Louis 22, Missouri 
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Salome, a girl of much charm, 

Did a dance that (at least) would disarm. 
With a kick and a flick 

Of her veils, this cute chick 


Could cause quite a state of alarm. 


Said a fan, of her veils (with a grin), 
“Must be easy to lose, they’re so thin.” 
Said Salome, “Quite right. 

“But that’s not a plight, 


“Tm insured right up to my chin.’ 


This is a thinly veiled suggestion that you can 
serve your clients best with GF&C policies. 


GENERAL FIRE AND CASUALTY COMPANY 


(A Multiple-line Stock Company) 


Home office: 1790 Broadway, New York 19, N.Y. 


Philadelphia Newark Chicago 


Pitisburgh Minneapolis 


Coral Gables, Fla. 


Lexington, Ky. 


lacksonville, Fla. Ruston, La. 
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Conventions 


June 49, National Assn. of Insurance Com- 
missioners, annual, Bellevue Stratford Hotel, 
Philadelphia. 

June 17-11, National Assn. of Public Insurance 
Adjusters, annual, Concord Hotel, Kiamesha 
Lake, N.Y. 

June 12-14, CPCU institute, south central dis- 
trict, University of Kansas, Lawrence. 

June 12-14, International Assn. of Health Un- 
derwriters, annual, Waldorf Astoria Hotel, 
New York City. 

June 14-17, Carolinas mutual — annual, 
Grove Park Inn, Asheville, N. C 

June 15-16, Wisconsin mutual oatniie, annual, 
Schwartz Hotel, Elkhart Lake. 

June 15-17, CPCU institute, north central dis- 
trict, Bowling Green State University, Bowl- 
ing Green. 

June 15-17, Mississippi agents, annual, 
water Gulf Hotel, Edgewater Park. 
June 18-21, Conference of Mutual Casualty 
Companies, management conference, Hershey 

Hotel, Hershey, Pa. 

June 18-21, Insurance Advertising Conference, 
annual, Equinox House, Manchester, Vt. 
June 21-23, Georgia agents, annual, General 
Oglethorpe Hotel, Savannah. 
June 22-23, Pennsylvania Assn. 
Insurance Companies, annual, 

wick, Lancaster. 

June 25-28, Consumer Credit Insurance Assn., 
annual, Sheraton Towers Hotel, Chicago. 

June 26-27, New Jersey mutual agents, annual, 
Sussex & Essex Hotel, Spring Lake. 

June 26-28, Virginia agents, annual, The Home- 
stead, Hot Springs. 

June 28-30, Maryland agents, 
away Motel, Ocean City. 
June 29-July 1, Florida agents, annual, Fon- 

tainebleau Hotel, Miami Beach. 

July 4-6, International Assn. of Insurance 
Counsel, annual, Queen Elizabeth Hotel, 
Montreal, Canada. 

July 16-22, National Assn. of Claimants’ Com- 
pensation Attorneys’ Bar Assn., annual, 
Statler-Hilton Hotel, Boston. 

Aug. 6-10, Honorable Order of the Blue 
Goose, annual, Statler Hotel, New York City. 

Aug. 10-12, Louisiana mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater Park, Miss. 

Aug. 13-16, West Virginia agents, annual, The 
Greenbrier, White Sulphur Springs. 

Aug. 17-19, Texas mutual agents, 
Texas Hotel, Ft. Worth. 

Aug. 20-22, Montana agents annual, 
Hotel, Butte. 

Aug. 21-22, South Dakota agents, annual, Mar- 
vin Hughitt Hotel, Huron. 

Aug. 21-23, International Federation of Com- 
mercial Travelers Insurance Organizations, 


Edge- 


of Mutual 
Hotel Bruns- 


midyear, Stow- 


annual, 


Finlen 


annual, La Fonda Hotel, Santa Fe, New 
Mexico. 
Sept. 7-8, Utah agents, annual, Newhouse 


Hotel, Salt Lake City. 

Sept. 7-9, New Jersey agents, annual, Traymore 
Hotel, Atlantic City. 

Sept. 7-9, New Mexico agents, 
Fonda Hotel, Santa Fe 

Sept. 10-12, Kentucky mutual agents, annual, 
Kentucky Hotel, Louisville. 

Sept. 10-12, New Hampshire agents, annual, The 
Balsams, Dixville Notch. 

Sept. 11-12, Minnesota mutual agents, annual, 
Pick Nicollet Hotel, Minneapolis. 

Sept. 14-15,, Conference of Mutual Casualty 
Companies, sales agency conference, Con- 
rad Hilton Hotel, Chicago. 

Sept. 15-16, Minnesota agents, annual, Kahlor 
Hotel, Rochester. 

Sept. 16-20, Michigan agents, annual, 
Hotel, Mackinac Island. 

Sept. 17-19, Indiana mutual agents, annual, 
Marott Hotel, Indianapolis. 

Sept. 17-19, Oregon agents, 
Hotel, Portland. 

Sept. 17-19, West Virginia mutual agents, an- 
nual, Frederick Hotel, Huntingon 

Sept. 17-20, Idaho agents, annual, Sun Valley 
Lodge, San Valley. 

Sept. 17-20, International Claim Assn., annual, 
The Greenbrier, White Sulphur Springs, 
W. Va. 

Sept. 18-19, Vermont agents, annual, 
stock Inn, Woodstock. 

Sept. 20-22, Kansas mutual agents, 
Jayhawk Hotel, Topeka. 

Sept. 20-22, Washington agents, annual, 
nook Hotel, Yakima. 

Sept. 25-27, National Assn. of Insurance Agents, 
annual, Dallas, Texas. 

Sept. 27-29, Society of CPCU, annual, 
ton Park Hotel, Washington, D. C. 
Oct. 1-4, National Assn. of Mutual Insurance 
Companies, annual, Statler Hotel, New York 

City. 

Oct. 3-5, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 5-6, New England mutual agents, annual, 
Wentworth-by-the-Sea, Portsmouth, H. 
Oct. 5-7, Arizona agents, annual, Bright Angel 
Lodge, Grand Canyon. 
Oct. 8-10, Missouri agents, 
Hotel, Jefferson City. 
Oct. 8-11, North Carolina agents, annual, Caro- 

lina Hotel, Pinehurst. 
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Callahan To Post With 
Consolidated Mutual 


Consolidated Mutual has named 
John J. Callahan branch office super- 
vising underwriter. He was formerly 
assistant secretary of U.S. Casualty. 

He joined that company in 1948 as 
an underwriter in the general liability 
and compensation department, and was 
named manager of the unit in 1957. 
Before that he had been with Manu- 
facturers Casualty as an underwriter 
and payroll auditor in New York. 


Royal-Globe In Changes 
In West-Central Fields 


Royal-Globe has made = several 
changes in its central western terri- 
tory. 

Norman A. Peterson, state agent, has 
been transferred to Milwaukee from 
South Bend. He succeeds William W. 
Ferguson, who is being transferred to 
the Pacific Coast department. Mr. 
Peterson joined Royal-Globe in 1954. 

M. Joseph Bergin, state agent, suc- 
ceeds Mr. Peterson at South Bend. 
Mr. Bergin has been with the group 
more than 25 years. For the past sev- 
eral years he has been in the Cook 


County, Ill., and Lake County, Ind., 
territories. 
George M. Foster Jr. has been 


elected president of the Mourer agency 
of Lansing, succeeding Glenn E. Wil- 
kinson. The agency, founded by O. W. 
Mourer, was merged with the Wilkin- 
son agency in 1955, with Mr. Foster 
at that time becoming vice-president. 
Mr. Mourer is chairman of the agency; 
Charles R. Morsheck vice-president, 
and David G. Chapman secretary- 
treasurer. 
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William Morgan Elected | 
President Of IASA 


At the annual international confer- 
ence in Los Angeles, Insurance Ac- 


counting & Statistical Assn. elected the | 


following officers: 
R. Morgan, Equitable Society; vice- 
president (program), Logan H. Camp- 
bell, Gulf Life: vice-president (confer- 
ence), S. Gilbert Tattersall, 
Mutual; vice-president (finance), Jack 


President, William | 


Liberty | 


N. Schreihofer, Transport Indemnity; | 


director (life, A&H and group), Joseph 
R. Slights, Phoenix Mutual; director 
(fire and casualty), Bryson Clarke, 
Kansas City F. & M.; director (local 
chapters), Kellum Johnson, Gulf; di- 
rector (research), Gerald D. Viste, 


Employers Mutual Liability; director | 


(public relations), Herman E. Otto, 
Southland Life; director (publications), 
Frank W. Duboc, Western Casualty; 
director (exhibits), Charles L. Jones, 
Excelsior Life. 

The association was organized in 
1928 by representatives of eight life 
insurance companies. Membership has 
steadily increased to a present mem- 
bership of 803 life, fire, casualty and 
A&S companies in the U.S., Canada, 
Europe, South America, Central Amer- 
ica, Mexico, Hawaii, Australia, England 
and Sweden. 


La. Agents Elect 


Named to the executive committee 
of Louisiana Assn. of Insurance Agents 
are Sidney Aucoin, Plaquemine; Leo- 
nard Guedry, Napoleonville; Dennis 
E. McFadden, Hammond; L. W. Dan- 
iel, Baton Rouge; Herman Katten and 
George D. Tessier, New Orleans; Nick | 
Vignaud, Lake Charles; John Foltz, 
Alexandria; David Dupuy, New Iberia, 
and Gordie Roy, West Monroe. 
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REGIONAL 


INLAND MARINE 


TEAM 


Royal-Globe’s local Inland Marine team pro- 
vides you with unexcelled service in three 
ways ... through qualified and ready assist- 
ance in solicitation of all your Inland Marine 
prospects .. . through on-the-spot premium 
quotations . . . through coverage tailored to 


your insured’s requirements. 


Royal-Globe’s team consists of a local under- 
writer and a mobile salesman and they are 
on call NOW. For top service in Inland 
Marine, call your local Royal-Globe Inland 
Marine team and get earnest solicitations, 
competitive quotations, and custom-built 


coverage. 
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Membership Trophy 
To Be Awarded At IAHU 
Annual In June 


Indianapolis Assn. of Health Under- 
writers will award for the first time a 
membership trophy at the annual con- 
vention of International Health Under- 
writers Assn. in June. The trophy will 
go to the president of the local associ- 
ation with the largest number of mem- 
bers as of May 31. 

The award, which will be an annual 
feature, resulted from a bet made in 


HteNATIONAL UNDERWRITER 


1959 between the president of the 
Chicago association, Jack Olson, Com- 
bined of Chicago, and the president of 
the Indianapolis group, W. Harold 
Petersen, Underwriters National As- 
surance, to see which association 
would have more members. Indiana- 
polis won with 212, and the rivalry 
has continued since. 

Fire & Casualty Insurance Purchas- 
ing Forum at its annual meeting in 
Norristown, Pa., elected James R. Jol- 
ly, Pearl, president; William R. Mc- 
Adams, Employers Liability, vice-pres- 


IS THE 
~ SIGN 


_ OF 


... and it spells security for more 
than 55 billion dollars’ worth of 
commercial and industrial proper- 
ties from coast to coast. 


ident; William O. Cramer, Fireman’s 
Fund, secretary, and Joseph P. Finne- 
gan, American Home, treasurer. Elect- 
ed to the executive committee were 
Thomas M. Tongue, U.S.F.&G.; J. Ed- 
ward Smith, North America, and Ed- 
ward “4. Bantel, National Bureau. 


Name Burton In Ind. Field 


Phoenix of Hartford has appointed 
D. L. Burton special agent in Indiana 
with headquarters at Indianapolis. He 
had been a casualty field man for 
Continental Casualty in the midwest. 





Today, more than 70,000 ‘service 
subscribers (including almost all of 
the largest corporations in the na- 
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North America Shifts 
A&S Operations To Life 
Company, Appoints Two 


North America is transferring on 
July 1 its health operations to Life of 
North America. In line with the move, 
Charles E. Stevens, A&S assistant sec- 
retary, North America, has been pro- 
moted to A&S assistant vice-president 
in the life company, and Edwin H., 
Marshall, A&S vice-president, North 
America, has been named to the same 
post with the life subsidiary. 


Settle Case In Which 
Insurer, Not Told Of Suit 
Held Liable For Judgment 


Kalamazoo County road commission 
has settled a $185,000 accident judg- 
ment for $125,000, with Auto-Owners 
of Lansing, its insurer, paying half of 
the amount. 

The settlement represents a compro- 
mise with the insurer whose officers 
had denied liability on the ground that 
the company never was notified that 
the suit had been filed against the 
commission. The action was brought 
into circuit court here and the plain- 
tiffs, Mr. and Mrs. Jacob Roundhouse, 
were given a default judgment in the 
absence of any defense. The county 
unsuccessfully sought to have the 
judgment set aside. The Roundhouses 
suffered injuries when their car was 
struck by a commission gravel truck. 

A commission employe had contend- 
ed that Auto-Owners was notified of 
the suit by telephone but no records 
could be produced to support the claim 
and Auto-Owners had no record of 
such a report. It was conceded that the 
summons served on the commission 
was not forwarded to the insurer. 


Ind. Casualty Adjusters 


Elect Shelton President 


Robert H. Shelton, Meridian Mutual, 
has been elected president of Indiana 
Casualty Adjusters Assn. Also elected 
were Donald B. Pontius, Indiana 
Farmers Mutual, 1st vice-president; 
Robert Hevron, Indiana Ins. Co., 2nd 
vice-president; and Harold E. Uhrig, 
U.S.F.&G., secretary-treasurer. 


Deviation Filings In N.C. 

Applications for rate deviations have 
been filed by 22 companies in North 
Carolina for the year beginning Sept. 
1. Commissioner Gold will hold a pub- 
lic hearing June 21 on the filings. 
Merchants Fire, which has not pre- 
viously deviated, is seeking a 10% 
deviation on homeowners. 


Mutual Bureau’s revision of classi- 
fications, rates and minimum premi- 
ums on OL&T for amusement parks 
and amusement devices is now effec- 
tive in New Jersey and Michigan. This 
brings the total to 41 states. 


TREATY + FACULTATIVE 
EXCESS - CATASTROPHE 


CAvael To Your 
Underwriting Needs 


UNDERWRITERS REINSURANCE SERVICE, INC. 


treet, WN. E., Atlanta 9, Ga Cable Address 
Reinsure-Atlanta 


1371 Peachtr 
George W. Campbell Jr., President 


Telephone 
Trinity 2-4737 
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Hawaii Agents Hold 
75th Annual Meeting 


Board of Underwriters of Hawaii at 
its 75th annual meeting last month 
elected Seiji Motoki president to suc- 
ceed Stafford W. Kelley. Curtis A. 
Thompson is vice-president; K. F. Gil- 
lis is state national director, and Harry 
Albright is secretary-treasurer. 

The main speaker was John J. Sav- 
age, Pacific Coast manager of the Na- 






3 
New officers of Board of Underwrit- 
ers of Hawaii: From left, K. F. Gillis, 
state national director; Seiji Motoki, 
president and Curtis A. Thompson, 
vice-president. 


tional Bureau, who praised passage of 
a new law in Hawaii setting up a 
point system for driver control, calling 
it “an excellent example of legislation 
intended to upgrade driving perform- 
ance standards ... It is gratifying to 
observe that your legislature feels that 
driving an automobile is a privilege to 
be earned and safeguarded, and not an 
inviolate right.” 


Wargrove Elected 
V-P Of General Re 


Joseph P. Wargrove has joined Gen- 
eral Re and has been elected a vice- 
president. He will 
be in charge of the 


investment  port- 
folio. 
Mr. Wargrove 


has been for sev- 
eral years with 
Prudential as in- 
vestment manager 
in the bond de- 
ment. Before that 
he was senior sec- 
urityanalystof 
Provident Trust, 
Philadelphia. 


Nine New AAMGA Members 


New members of American Assn. of 
Managing General Agents approved in 
the past year and announced at the 





Joseph P. Wargrove 
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recent annual meeting of AAMGA in 
Phoenix are: Thompson Derr & Broth- 
er, Wilkes-Barre, Pa., Evans-Riley, 
Reno; Robert W. Gatson, Louisville; 
George C. Newell Co., Seattle; North 
Jersey Underwriters Agency, Newark; 
Frank M. Pruett, Kansas City; Sayre & 
Toso, San Francisco; Southwestern 
General Agency, Dallas, and Western 
States General Agency, Phoenix. 


Insurers Taking To TV 
In Booming Ad Budgets 


Advertising by all types of insurers 
in TV, magazines, newspapers and 
Sunday supplements increased by 
$19.2 million in the period from 1956 
to 1960. Almost half of the increase 
has been allocated to TV. This is the 
only media that has increased its 
share of the insurance ad dollar since 
1956, the figure rising from 16.9% to 
26.9%. 

Insurers spent $39.6 million in all 
media in 1956 for gross time or space, 
and $58.8 million in 1960. 

In 1960, the top 10 insurer TV ad- 
vertisers on the basis of network, spot 
and total expenditures were: Pruden- 
tial, $3,766,861, $26,270, and $3,793,131; 
Mutual of Omaha, $3,036,436, $78,220, 
and $3,114,656; Allstate, $2,790,973, 
$251,650, and $3,042,623; State Farm 


Mutual, $948,953, $64,950, and $1,013, 
903. 

Blue Cross-Blue Shield invested 
$838,100 in spot ads and Equitable 
Society $835,763 in network time. 


Kemper group spent $551,526 in net- 
work time and National Assn. of In- 
surance Agents $288,330 on_ spots. 
Travelers network expenditure was 
$208,678, and spot costs were $38,360 
to total $247,038. National Life & Ac- 
cident completed the top 10 with a bud- 
get of $221,960 for spot TV. 


Argonaut Names Lynch 


Resident Vice-President 

Richard T. Lynch, manager at Chi- 
cago of Argonaut, has been elected 
resident vice- 
president of the 
midwestern divi- 
sion there. He 
joined the compa- 
ny in 1951 and was 
production man- 
ager in the north- 
ern California di- 
vision, going to 
Minneapolis in 
1959 to manage 
the Minnesota of- 
fice. 

He was named 
manager at Chicago in January of this 
year when the company opened an 
office there. 
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Brown Raised In N.]. 
By Aetna Casualty 


Aetna Casualty has named Roy 
Brown manager at Newark to succeed 
John H. Nolan, who is retiring after 37 
years with the organization. 

Mr. Brown joined Aetna Casualty in 
1946 and after field experience was 
named superintendent of agents at At- 
lanta. In 1954 he became manager at 
Grand Rapids and in 1956 was trans- 
ferred to the same post in Springfield, 
Ill. He has been associate manager at 
Newark for several months. 
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Mr. Nolan went to Newark in 1930 
after six years in the home office. He 
was in charge of the agency and acci- 
dent departments at Newark before ad- 
vancing to manager. He is a past pres- 
ident of Casualty Underwriters Assn. 
of New Jersey and for the past 10 
years has been New Jersey chairman 
of the national advisory committee of 
Assn. of Casualty & Surety Companies. 

C. Malcolm Davis, president of 
Fidelity Union Trust Co. in Newark, 
has been elected a director of Fire- 
men’s of Newark. 
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Editorial Comment 
Facing The Facts Of Change 


Reading or listening, these days, one 
would be tempted today to conclude 
that on almost every issue and func- 
tion, agents and companies are at 
odds: Commissions, company prepara- 
tion of bills (commonly known as di- 
rect billing, whether through the agen- 
cy or directly), prior approval of 
rates and forms, marketing, package 
policies, and even free lunches and 
letterheads. On each of them at some 
place, some agent or company man 
has taken occasion to protest, oppose, 
criticize, and object. 

These are certainly days of change. 
One observer has called the score: 
More substantive alterations in the 
business in the last five years than in 
the previous 50. Whatever the figure, 
the gist of the observation is correct—- 
a great many changes have taken place 
in recent times. More are on the way. 

It is little wonder that the business 
is creaking and groaning, along with 
the people in it. Perhaps this is a good 


sign. It clearly demonstrates that 
there is life in the old carcass yet. 

What we don’t like to see—or hear— 
is the intemperance to which a few 
carry the differences of opinion about 
what should be done and how it 
should be done. A few become so shrill 
that they pass into the land of witches 
and incantations. When anyone gets 
this far, he is apt to do damage to him- 
self as well as to others. He does 
nothing constructive. What he is 
really doing is attempting to incite to 
riot and civil commotion. 

These are hard times for everybody. 
They are times for the utmost effort 
to communicate with each other, to 
seek the most constructive answer to 
problems whose solution at best may 
not be what everyone would like. It is 
necessary to live in the world of fact, 
not opinion. The future belongs to 
those who make the best, not the worst, 
use of the facts they have to face.— 
K.O.F. 





Personals 


James S. Kemper Jr., vice-chairman 
of Lumbermens Mutual Casualty and 
American Motorists, has been elected 
a member of National Industrial Con- 
ference board for a one-year term. His 
father, James S. Kemper, chairman 
of the Kemper companies, has been 
reelected a trustee of the conference 
board for a three-year term. In addi- 
tion, he serves as a senior board mem- 
ber. 


Stephen R. Lawrence, director of 
employe communications North Amer- 
ica, was presented the 1961 service 
award of Delaware Valley Industrial 
Editors Assn. at the  association’s 
monthly meeting in Philadelphia. 


Mr. and Mrs. Ellis H. Carson of 
Wellesley, Mass., have announced the 
engagement of their daughter, Virginia 
Rhoda, to Charles E. Tuttle, son of 
Dr. and Mrs. Frank W. Tuttle of Gaines 
ville, Fla. Mr. Carson is a partner in 


Boit, Dalton & Church, Boston, presi- 
dent of New England Re, and a former 
president of National Surety. Miss 
Carson, a June graduate of Wellesley 
College, is joining the research depart- 
ment of New England Mutual Life. 


Charles K. Coleman, new president 
of Chicago A&H Assn., is assistant vice- 
president and 
agency _ secretary 
of the disability 
division of Com- 
bined of Chicago. 
He has been with 
the company 12 
years, starting in 
the accounting de- 
partment, and he 
has been an associ- 
ation member five 
years. Aredhot 
trumpet player, he 
has performed at 
company sales meetings and associ- 
ation conventions. Before going into 
insurance, he appeared with Wayne 
King, Jimmy Dorsey, Ray Noble, 
Frankie Masters, Lou Breese and 
other renowned bands. 





Charles K. Coleman 


ROY T. SELLERY, 51, general ad- 
juster at Columbus of General Adjust- 
ment Bureau, died. He began his car- 
eer with Western Adjustment in 1933 
and was at Cincinnati, Dayton and 
Columbus. He was manager at Dayton 
from 1945 until 1955 when he became 
general adjuster at Columbus. His 
father, Roy A. Sellery, was general 
manager of Western Adjustment from 
1926 until his retirement in 1950. 


DALE SNURE, 59, executive vice- 
president of Employers Mutuals of 
Wausau, died of a heart attack at his 
New York office. 


ELMER J. NELSON, 61, insurance 
manager of Swift & Co., Chicago, died. 
He had been with the meat packing 
company since 1915. 


CHRISTIAN M. WILLMAN, 70, for- 
mer chief accountant of Atlas at Chica- 
go, died. He had been with the compa- 
ny 35 years until his retirement in 1956. 


JOSEPH GOODPASTER, 83, retired 
executive vice-president and secretary 
of Tri-State of Tulsa, died. He was 
with the company from 1943 until his 
retirement in 1960 and before that 
operated a general agency in Kansas. 


JOHN C. TOBIN, 66, vice-president 
at Orlando, Fla., of Iowa National Mu- 
tual, died. He was resident vice-presi- 
dent in Chicago before going to Orlan- 
do seven years ago. 


ARTHUR GILLIS, 63, senior partner 
of the insurance agency bearing his 
name, president Emcee agency and 
vice-president of Mid-Central Mutual 
Casualty, all of Chicago, died in St. 
Francis Hospital, Evanston, Ill. The 
Gillis agency was founded 71 years 
ago by Arthur Gillis’ late father, Sol. 
Howard Gillis, son of Arthur, has been 
with the agency since 1940 and will 
continue the business. 


JACOB A. O. PREUS, 77, insurer ex- 
ecutive and former governor and insur- 
ance commissioner of Minnesota, died 
at Minneapolis. He was chairman of 
American Merchants Mutual and af- 
filiated American Voluntary Mutual 
and, since 1925, a vice-president of 
Alexander & Co. He was also a found- 
er and chairman of Lutheran Brother- 
hood. Before entering insurance, Mr. 
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A. J. Wheeler, Chicago 
Ronald W. Taylor, Boston 
Robert J. Wieghaus, Chicago 
George E. Wohlgemuth, St. Louis 
Willis H. Yocum, Denver 
Robert I. Zoll, Philadelphia 
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Preus was active in politics, serving 
for two terms as governor of Minnesota 
from 1921 to 1925. He was also in- 
surance commissioner from 1910 to 
1914, when he became state auditor. 


WILBUR K. BENNETT, 57, insur- 
ance manager and assistant treasurer of 
Warner-Lambert Pharmaceutical Co., 
died at his home in Morristown, N. J., 
following a heart attack. 





Mission Equities Offers To 
Exchange Mission Stock 


The newly formed Mission Equities 
Corp. has received authorization from 
California Corporation Commission to 
offer Mission Ins. Co. stockholders an 
exchange of stock on a one-for-one 
is. 

Mission Ins., which has been man- 
aged by Sayre & Toso since 1958, has 
specialized principally in substandard 
private passenger auto. The new cor- 
poration will be in a position to acquire 
additional companies and if desired ex- 
tend operations to related fields. 


Conn. Mutual Agents 


To Meet At New Haven 


Connecticut Mutual Agents Assn. 
will hold its annual business meeting 
June 13 at New Haven Lawn Club. 
John Alsop, president Mutual of Hart- 
ford, will discuss company-agency re- 
lations. Also scheduled is a report on 
the association’s activity in the Connec- 
ticut legislature on freedom of con- 
tract legislation. 


Memphis Agents Elect 

At its annual meeting Insurors of 
Memphis elected George R. Holley 
president, succeeding A. Britt Acred, 
who becomes chairman. E. L. Carpenter 
was elected vice-president and Sidney 
Stewart secretary-treasurer. New di- 
rectors are James D. Collier, Tom E. 
Welsh and Donald C. Croom. 

Arch Northington of Clarksville, 
president of Insurors of Tennessee and 
former insurance commissioner, in- 
stalled the officers. 


The Massachusetts senate has passed 
a bill previously approved by the 
house to raise weekly benefits under 
workmen’s compensation from $45 to 
$50 a week. The measure also in- 
creases the aggregate allowance for 
temporary total disability from $14,000 
to $16,000, and for partial incapacity 
from $15,000 to $18,000. 








W. B. Houseal Jr., Birmingham, left, 
receiving the Insuror of the Year tro- 
phy at the annual meeting in Hunts- 
ville of Alabama Assn. of Insurance 
Agents. The highest honor of the state 
unit was presented to Mr. Houseal by 
Joe B. Chapman, Birmingham, right, 
who was named Ist vice-president at 
the annual meet. Mr. Houseal is a di- 
rector of the association. 


XUM 





Jur 


in 


\SSN. 
ting 
‘lub. 
[art- 
’ rTe- 
t on 
nec- 
con- 


s of 
olley 
cred, 
onter 
diney 
di- 
n E. 
ville, 
and 
in- 





left, 
 tro- 
unts- 


rance 
state 
ul by 
right, 
nt at 
a di- 





XUM 


June 2, 1961 


Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Skeptics of insurance company mergers are finally on the defensive now 
that Reliance-Standard Accident are one, also Hanover-Massachusetts Bonding. 
Fairly wide arbitrage opportunities remained here almost up to the final hour, 
due to the recollection on the part of traders of that previous run of on-again, 
off-again insurance deals. 

Reliance was a strong 67-68 when the merger was perfected on the tender of 
92% of Standard Accident shares. After Standard Accident and Fireman’s Fund 
cut off their short-lived talks and when the Reliance scheme was broached, 
much Standard stock was traded at 50-51. So those that banked then on a suc- 
cessful outcome are 30% ahead. Reliance is winning increased investment stand- 
ing. It now has an impressive list of acquisitions—others including Eureka 
Casualty, General Casualty, Hoosier Casualty and Standard of Trenton. This 
has given Reliance experience and momentum and capabilities to deal with new 
acquisitions and opportunities. The management several years ago deliberately 
parted company with the orthodox set. 

This Standard acquisition causes no dilution of Reliance stock. It actually 
adds to the investment income per share, which is now $5. This compares 
with dividend requirements of only $2.20, or 44%. Also, Standard is currently 
enjoying an improved underwriting experience. 

Reliance has extended the exchange offer until June 16. 

Hanover and Mass. Bonding will undoubtedly be able to work out economies 
in their joint operations that will redound to the benefit of earnings. 

—lli—- 

With four days of no trading ahead, prices of insurance stocks were here 
and there a trifle easier Friday. Professionals lightened up, especially with 
the May 31 accounting date in mind. There was a 10,000 share offering of Aetna 
Life to absorb, and this issue was off a point. Employers group ran up easily 
for the second week and was 49 bid, 5 points better than at the start of its 
move. United of Chicago took another surge and at 55 was 5 points up from 
recent levels. Its new marble-faced skyscraper is now assuming a command- 
ing position on the north approach to Chicago’s Loop. The action of this stock 
refutes a standard theory that an insurance stock is reactionary while a new 
home office building is going up. 

U. S. Life, after going ex-the 20% stock dividend, continued to move up. 
The new stock reached 64, which was better than 76 on the old. Just before it 
sold ex, the stock was at 71. 

San Francisco buyers were looking for Northern Life of Seattle and the 
market was 170 bid with none offered, up 10 points. Farmers New World Life 
was unavailable at 170 bid. Any offerings of Farmers Underwriters Assn. 
were quickly absorbed and it was 57 bid. Truck Underwriters, which had been 
stagnant, also came to life and was 34, none. Great Southern Life was 89 bid, 
up 5 points. Standard: Life of Indiana was wanted at 58. Wisconsin National 
Life was all on the bid side at 38. Northwestern National Life, which had been 
available recently at 95, is now 106 bid. At last it is beyond the price of 103, 
which is what Nationwide Corp. paid for control stock several years ago. 

SEC registration statement has been filed for 375,000 shares of Inland Life 
of Chicago, the underwriter to be A. G. Becker & Co., Chicago. This is the com- 
pany that was formed by Arthur J. Gallagher, who is a prominent general 
insurance man. The directors are eminent business men, including the presi- 
dents of Motorola, Bowman Dairy, Beatrice Foods, James B. Clow & Sons, 
Chicago Bears, Brunswick Corp. and Culligan Inc., as well as principal officers 
of Fruehauf Trailer, National Tea, L. J. Sheridan & Co., Storer Broadcasting, 
Doyle, O’Connor & Co. 

American Indemnity Co. of Baltimore is in the process of liquidation follow- 
ing its sale of 42,963 shares of New Amsterdam Casualty and 750 shares of U.S. 
Casualty. There was an initial distribution of $225 per share with approxi- 
mately $75 to $85 per share for the final settlement. 

In connection with the discussion now proceeding on insurance terminology 
that will be more understandable to the public, it is interesting that in France 
they refer to ordinary insurance as “term.” This means the full term of the 
life that is insured. Then what we call term insurance, they designate as tem- 
porary. This might have some psychological virtue, as it would tend to 
emphasize the interim nature of what we know as term insurance. 

Provident Fund for Income Inc., as a new investment bought 19,100 shares 
of United Services Life. 

T. Rowe Price Growth Stock Fund Inc. reduced its holdings of U.S.F.&G. from 
11,000 to 5,000 shares and eliminated its investment of 2,500 shares of Fireman’s 
Fund and 3,900 shares of Maryland Casualty. 

Independence Life of Pasadena, Cal., has filed a statement with SEC seeking 
registration of 150,000 shares, with Blyth & Co. as the underwriter. 


In this column recently we referred to the growth of Life Insurance Investors 
Inc., the mutual fund, and remarked that this had been achieved despite the 
fact that the fund was launched at the “inauspicious time” of February, 1955, 
“inauspicious” because this was just before the blowoff in the market for life 
insurance stocks in July, 1955, that was followed by a severe decline and 
actually a five-year period of correction. Raymond T. Smith, president of Life 
Insurance Investors, offers an interesting comment on this, his point being 
that in effect the timing was “auspicious.” Incidentally, as of Friday, Life 
Insurance Investors was able to claim unrealized gains since inception of 
$7 million and realized gains since Jan. 31, 1961, of $60,000. The assets were 
nearly $18 million. “The fact that life stocks were becoming popular in Febru- 
ary, 1955, is what made it possible to sell stock of a trust specializing in life 
stocks,” Mr. Smith remarks. “We tried to interest underwriters several years 
— but they said the stock of a trust specializing in life stocks couldn’t be 
sold. 

“Now as to the bull market in life insurance stocks exploded in July of that 
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At American Mutual Insurance Alliance’s Chicago convention, this all-star 
panel provided some penetrating insights into the multitudinous problems of 
rate regulating. From left, Joseph S. Gerber, Illinois director; T. Nelson Parker, 
Virginia commissioner; Francis R. Smith, Pennsylvania commissioner; Robert 
E. Dineen, vice-president Northwestern Mutual Life; Charles F. J. Harrington, 
executive vice-president National Assn. of Casualty & Surety Agents, and New- 
ell R. Johnson, general manager American Mutual Insurance Alliance. 


Schmedes Is V-P Rhine Is Named V-P 
Of American Surety Of Aetna Casualty 


American Surety has elected Harry Aetna Casualty has elected George 
D. Schmedes a vice-president. He will E. Rhine a vice-president and has 
be in charge of the eastern regional placed him in 
office which supervises nine branches charge of the new- 
in New England, New York and ly created field 
northern New Jersey. administration de- 

Mr. Schmedes, with the company partment. He has 
since 1922, has a broad background in been secretary, ex- 
underwriting, sales and administration. ecutive depart- 
He has been manager of the New York ment. Mr. Rhine 
branch since 1955. will now have re- 

He is past secretary-treasurer and sponsibilities in 
is a member of the executive commit- in connection with 
tee of Casualty & Surety Club of New the companies’ 
York; past president of Surety Mana- general managers 
gers Assn., and past president of Ro- and branch man- 
tary Club of New York. agers. 

He joined the organization in 1938 
at Washington where he later became 
superintendent of agents. He was 
named manager at Reading, Pa., in 
1952 and was transferred to the home 
office in 1956 as assistant secretary, 
field underwriting personnel and pro- 
cedures department. Later that year 
he was named secretary. 








Rhine 


George E. 


OK Reliance Exchange 


Reliance’s offer to Standard Acci- 
dent shareholders for exchange of 
stock on a share-for-share basis has 
become effective through acceptance 
by the holders of the required 80% 
of the latter company’s stock. The ex- 
change offer has been extended to W's 
June 16. ° 
San Diego I-Day Is Set 


The 10th annual Greater San Diego 


Fire Examiners Golf Outing 


Assn. of Fire Insuranee Examiners 
of Chicago is holding its annual golf 
outing at Glendale Country Club, Itas- 
ca, Ill, June 6. Donald J. Sevening, 
vice-president Bowes & Co., is outing 
chairman. 


Ill. Brokers To Hold Outing 

Insurance Brokers Assn. of Illinois 
will hold its annual golf outing June 
22 at Woodridge Country Club, Lisle, 
Ill. William E. O’Neil Jr. of Alexander 
& Co. is outing chairman. 


I-Day is being held June 7 at Hotel 
El Cortez. The event is sponsored 
jointly by Insurance Agents Assn. of 
San Diego and San Diego City College. 
Co-chairmen are Elden Yeck, a part- 
ner of Corbett, Edelen & Savage 
agency, and Arnold V. Bergeson, co- 
ordinator of business education of the 
college. - 
Cooperating in staging the insurance 
day are San Diego Insurance Women, 
Casualty Managers & Underwriters 
Assn. and San Diego Adjusters Assn. 





year—that actually helped the managers to buy stocks at more realistic 
market prices. When we got the money in February, 1955, we didn’t rush in 
and buy stocks indiscriminately, glamor stocks and all. We carefully researched 
every possible purchase. If we thought the market was out of line with our 
conservative way of figuring intrinsic values, we didn’t buy. That is why less 
than half of the proceeds turned over to us in February 1955 was not invested 
in life stocks when the dip came in July 1955. 

“Actually, it was an ‘auspicious time’ because 1—the high market in February 
1955 enabled the underwriters to sell Life Insurance Investors Inc. stock, and, 
2—because the market sold off sharply following July, the fund managers 
were able to buy many life stocks which previously did not qualify for our 
conservative standards of value. Only about one-half of the funds received 
from the underwriters were invested in life stocks—and incidentally, the 
unrealized profits as of July 31, 1955 on the amount invested was about 
$2,900,000. 

“T should also point out that during the five years of sharply fluctuating 
market prices, the trust realized from sales and passed on to stockholders 
large amounts in capital gains. This was made possible only because the 
managing directors were in touch with several special situations in which the 
fund invested during this difficult period.” 
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We don’t have a market to 
insure a Swiss mountain 
climber—but we DO provide 
an inexhaustible market for 
your unusual . . . hazardous 
. . . hard-to-place risks . . . 
including: 

@ EXCESS LINES 

@ SURPLUS LINES 

@ TRAMPOLINE CENTERS 
@ GO-KART TRACKS 


@ Etc., etc., etc. 


HOMER BRAY SERVICE, INC. 
1633 Central Street 
Evanston, Illinois 
DAvis 8-9600 
©000000066000000000000000000080000008 
HOMER BRAY SERVICE, INC. 
1633 Central Street, Evanston, Illinois 
Send me complete information 
on the following risk coverages: 
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N. Y. Agents Oppose 
No Prior Approval 


Raymond A. Muth, Newark, new 
president of New York State Assn. of 
Insurance Agents has pointed out that 
the organization has taken a definite 
position in favor of prior approval of 
rates. 

Mr. Muth said this might have been 
lost sight of in view of the associa- 
tion’s failure to adopt a resolution on 
the subject at the recent annual meet- 
ing in Syracuse. Press reports noted the 
lack of a resolution. However, the 
group’s position was made clear in a 
statement of principles earlier in the 
year, Mr. Muth said. 


Hanover Merger Set 


Holders of 86% of Hanover shares 
have approved the merger into the 
company of Massachussets Bonding. 
The latter’s stockholders have also ap- 
proved the plan which will become ef- 
fective June 30, subject to approval by 
regulatory authorities. 

James L. Dorris, president Hanover, 
will be president and chief executive 
officer of the continuing company to 
be known as Hanover, and A. Law- 
rence Pierson, president Massachu- 
setts Bonding, will be chairman. 


Schweer Award 
Made Posthumously 


The Joseph F. Schweer memorial 


| award for outstanding service to and 
| on behalf of the insurance business 
| was presented posthumously to Robert 





E. Young. Mr. Young, who died in an 
auto crash early this year, was secre- 
tary of the Cincinnati agency Perkins 
& Geoghegan. He was a member of 
the board of governors of the Cincin- 
nati association at the time of his death 
and had distinguished himself in a 
number of ways, most recently as 
chairman of Fire Prevention Week ob- 
servance in Cincinnati. 

The award, named for the late secre- 
tary of Cincinnati Underwriters Assn., 
the former title of the board, was pre- 
sented by Ohio Superintendent E. A. 
Stowell. T. H. Geoghegan, president of 
the agency with which Mr. Young had 
been connected since 1955, accepted on 
behalf of the family. 

Nearly 200 Cincinnati insurance peo- 
ple turned out for the luncheon meet- 
ing, which featured an inspirational 
sales address by Arthur Dannecker, di- 
rector of advertising and public rela- 


tions Ohio Farmers. 


Mr. Young was a field man with 
Aetna Fire before entering the agency 
business. He had been an officer of the 
firm since 1957. 

Jack M. Abbott, formerly a special 





agent at Cincinnati for Employers Lia- 
bility, recently joined Perkins & Geog- 
hegan. 


Mill Owners Names 
Richards President 


S. Arch Richards has been named 
president of Mill Owners Mutual of 
Des Moines. He will assume the post 
July 1, when H. B. Carson will retire 
as president after having served Mill 
Owners for 52 years. Mr. Carson will 
remain on the board. 

A veteran of 31 years in the business, 
Mr. Richards has been with Pacific 
Finance Corporation’s affiliated insur- 
ance companies for the past 15 years. 
He was vice-president of Pacific Fi- 
nance; executive vice-president, gen- 
eral manager, and director of Olympic, 
Marathon, and Spartan, and _ vice- 
president and director of Pacific Fidel- 
ity Life. 

Mr. Richards began his insurance ca- 
reer in 1930 as an adjuster with Gen- 
eral Exchange Insurance Corp., now 
known as Motors Ins. Co. He was later 
with Fire Assn. of Philadelphia, which 
is now Reliance. 


Shelby Mut. Advances 
Phillips In Agency Post 


Shelby Mutual has promoted Richard 
L. Phillips to agency secretary. Fol- 
lowing graduation 
from Ohio State 
University in 1950, 
he joined the com- 
pany in sales work. 
Prior to his pro- 
motion, he was as- 
sistant agency 
secretary handling 
special assign- 
ments in Ohio, 
West Virginia, In- 
diana, Mississippi 
and the New Eng- 
land states. 


Richard L. Phillips 


Johnson & Higgins Elects 

Johnson & Higgins has elected Otis 
J. Aldrich a vice-president and Stuart 
Paterson an assistant vice-president. 
Mr. Aldrich joined the firm in 1948 as 
supervisor of the casualty actuarial 
section. Before that he had been with 
National Surety. His present position 
is account executive and co-manager 
of the casualty department. Mr. Pater- 
son went with the marine hull depart- 
ment in 1949. : 


American Cargo War Risk Rein- 
surance Exchange has reelected W. 
Irving Plitt, vice-president of Atlantic 
Mutual, as president. All other officers 
were also reelected. 








Eighty Tennessee agents and their wives boarding a plane at Nashville for a 
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trip to Nassau. The officers and directors of Insurors of Tennessee held the or- 


ganization’s quarterly meeting at the 


Emerald Beach Hotel in Nassau. The 


meeting was such a success that the organization plans to hold one of its quar- 
terly meetings each year at a resort, probably out of the country. The 1962 ses- 
sion is tentatively being planned for Acapulco. 
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To Merge Two Members 
Of St. Louis Goup 


Midwestern F.&M. and Ins. Co. of 
St. Louis have been merged and the 
company will be known by the latter 
name. 

Assets of the company will total $12 
million; surplus to policyholders will 
be $6.4 million. Midwestern F.&M. was 
founded in 1939 and Ins. Co. of St, 
Louis in 1950. The latter is 50% owned 
by General Contract Finance Corp. of 
St. Louis. The balance is owned by St. 
Louis Ins. Corp. 








Your counsel 


is relied on with complete confi- 
dence by your client. You'll safe- 
guard his interests — and yours — 
when you point out the need for 
a factual, provable appraisal as the 
only sound basis for determining 
his insurance protection. 


THE LLOYD ‘THOMAS co. 


Recognized Appraisal Authorities 
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4411 Ravenswood Avenue 

Chicage 40, III. 
REPRESENTATIVES COAST TO COAST: 
Buffalo Detroit Milwaukee 
Cincinnati Grand Rapids Minneapolis 
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Columbus Indianapolis New York 
Dallas Kansas City Pittsburgh 
Des Moines Louisville St. Louis 
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Warren Baker Named 
Fire Engineers’ Chief 


Warren J. Baker, manager of the 
technical department of North Amer- 
ica, was elected president of Society of 
Fire Protection Engineers at its meet- 
ing in Detroit held in conjunction with 
the annual conference of National Fire 
Protection Assn. He succeeds James J. 
Duggan, Union Carbide Chemicals Co., 
South Charleston, W. Va. 

Named vice-presidents are John N. 
Price, director fire protection engi- 
neering department Canadian Under- 
writers Assn., and J. E. Johnson, presi- 
dent Viking Fire Protection Co., Kan- 
sas City. Robert S. Moulton, retired 
technical secretary of NFPA, was re- 
elected secretary-treasurer of the en- 
gineers’ group. 


]. L. Barter Retires 

John L. Barter, vice-president of 
Hartford Accident, has retired. He 
joined the company at San Francisco 
in 1921 and was transferred to the 
home office in 1934. He was elected 
assistant secretary in 1936, secretary 
in 1939 and vice-president in 1945. 








INSURANCE 
TO FIT THE NEED 





Like YOUR office, 
many others need 


insurance against 


BURGLARY 
and ROBBERY 


Any quick inventory of 
/ the values represented by 
the equipment in yours, or any 
normal business office, shows 
the sizable loss that can result 
from theft. Add to that the 
money you handle and it is 
easy to see why it is wise to 
protect yourself with a low cost 
Office Burglary and Robberv 
policy. 


Once you have bought 
/ that protection for your- 
self, you quickly see the size of 
the potential market for this 
modern “package”, providing 
the six essential types of pro- 
tection against burglary, rob- 
bery or theft both at and away 
from the office. “Shelby” agents 
have the advantage of a re- 
duced mutual rate that helps 
them close the sale. 


INSURANCE COMPANY 
o SHELBY, OHIO 


/ QO 
FIRE & CASUALTY 
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Hartford Steam Boiler 
Appoints Ad Manager 


Hartford Steam Boiler has appointed 
John R. Eklund advertising manager. 
He joined the company in 1959 and 
after completing its special agent 
training program, was named editor 
of the company’s publication, the Loc- 
motive. 

Mr. Eklund entered the business in 
1951 as assistant director of public re- 
lations and advertising for Phoenix of 
Hartford. He is a member of the ex- 
ecutive committee of Insurance Adver- 
tising Conference. 


Ill. A&S Forum Elects 
William Bruce President: 


Sees Film On Smoking 

At its May meeting, Illinois A&S 
Underwriters Forum elected William 
Bruce, Employees Life, to the presi- 
dency, succeeding Sam Serio, Bankers 
Life & Casualty. 

Other officers elected were Fred 
Dirrick, Municipal of Chicago, Ist vice- 
president; Robert Fogel, Illinois Serv- 
ice Bureau, 2nd vice-president; James 
Conway, Prudential, 3rd_ vice-presi- 
dent; William Phelps, Bankers Life 
& Casualty, corresponding secretary; 
John Conlon, Prudence Life, recording 
secretary, and Charles Hass, Com- 
bined of Chicago, treasurer. 

A proposed amendment to the asso- 
ciation’s by-laws which would create 
an executive board comprised equally 
of past presidents and non-officers was 
unanimously passed. 

The association’s new camera was 
unveiled for the first time, but it took 
the combined efforts of everyone at 
the head of the table (not to mention 
a good deal of superfluous advice from 
the rest of the members) to get the 
thing working. Two films were even- 
tually shown—one on aphasia and the 
other on tobacco. 

The tobacco film made some inter- 
esting points regarding smoking and 
the body. Essentially a process of dry 
distillation, 35% of the nicotine is 
burnt as soon as a cigarette is lit. 
Another 45% of the nicotine is ab- 
sorbed by the tobacco, with only about 
15% actually entering the mouth. 
Most of this 15% goes directly to the 
left side of the heart, which pumps 
it to all parts of the body. 

Although the immediate affect of 
the nicotine provides stimulation, it 
eventually always proves a paralytic 
agent, to one degree or another. Should 
the smoker be able to drop the habit 
(and it is just that, no one is born 
with the desire to smoke), there are 
no harmful after affects, as with many 
drugs. 

After informing its audience of such 
fascinating tidbits as the fact that lip 
cancer is most prevalent among pipe 
smokers, the film closed by remarking 
that helped by so-called glamorous ad- 
vertising, smoking is a habit easily ac- 
quired, difficult to break. It is up to 
the individual whether he wishes to 
take the potential risk. 


Travelers Names Managers 


Travelers has named Gerald E. Pep- 
in manager, fire and marine, at Syra- 
cuse, Leslie F. Campbell manager at 
Omaha, and David C. Alexander Jr. 
manager, special risks, at Atlanta. Mr. 
Pepin and Mr. Campbell joined the 
company in 1953 and Mr. Alexander 
in 1940. 


William H. McGee & Co. has trans- 
ferred Robert H. Clanton from Hous- 
ton to be manager at New Orleans. 























Use the direct approach 
.». to step up your sales 


@ Successful agents know the value 
of mail advertising in making and 
maintaining contact with clients and 
prospects. Many agencies were built 
in just this way: through carefully- 
written letters which explained 
changes and improvements in cover- 
age; opportunities to show savings in 
time or money; how to take fuller ad- 
vantage of service facilities; other 
benefits. This type of promotion was 
usually backed up by mail campaigns, 
directed to wider groups, and planned 
to obtain sales leads. 


This use of direct mail to support 
personal selling has always and still 
meets a basic need of the insurance 
producer. It’s fairly expensive, for it 
takes a substantial investment to keep 
a good mail program going—dbxt will 
pay out. 

It’s here that we can help with a 
well-organized direct mail program 
that meets top professional standards 
in range and quality. Our special 
agents want to show it to you; better 
yet, how to put it to work at very low 
cost. Write us, today 3 . 3 Jet us know 
when to call, 


Cun Cealo/bfitid, 


INSURANCE COMPANY 


Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE + CASUALTY » AUTOMOBILE - INLAND MARINE 





YACHTS + AIR CARGO 
FIRE AND ALLIED LINES 
AUTOMOBILE PHYSICAL DAMAGE 
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Details State Farm Marketing Set-Up 


(CONTINUED FROM PAGE 10) 
households in the area have more than 
$4,000 annual income. The _ district 
manager, like the agent, depends en- 
tirely on commissions with certain al- 
lowances made to add the necessary 
incentives. 

Recruiting, training and supervisory 
techniques follow to a large extent 
those of Life Insurance Agency Man- 
agement Assn., Mr. Grafton observed. 
The selection process is well tested and 


reliable. When the manager in his re- 
cruiting work finds a good agent pros- 
pect, he first asks him to take an ap- 
titude test. If his grade is high 
enough, the prospect is placed on a six- 
month, pre-contract training schedule. 
During this six months he completes 
reading and study requirements. Every 
effort is made to determine whether 
he has the necessary ambition and abil- 
ity for success. He must work hard, out- 
side, door-to-door, for prospect files 


are built that way—by solicitation of 
expiration dates. 

Automobile insurance is the State 
Farm agent’s lead line and his princi- 
pal producer of commissions. Selling 
automobile insurance is different from 
selling other lines. The agent can ap- 
proach a prospect for life coverage at 
any time, but a man becomes a pros- 
pect for automobile insurance only 
within a narrow span of time, usually 
the expiration date of his present cov- 
erage. That is why agents are trained 
constantly to gather expiration dates. 
The company calls this process “x- 
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dating.”’ These dates, with the identi‘i- 
cation of the party, are placed on a card 
which goes into a prospect file, building 
what is called a “bank.” The agent 
daily deposits into the “bank” and later 
removes cards for a second personal 
call on the prospect shortly before ex. 
piration date. 

When the candidate has successful- 
ly completed his pre-contract work un- 
der the supervision of the manager and 
has passed his licensing examination, 
he signs a contract and begins a 
lengthy training course designed by 
the company and supervised by the 
manager. 


Given Temporary Space 


Most new agents are given tempo- 
rary space in the manager’s office. 
This permits daily supervision and 
close application to the course. Mana- 
gers work in the field with the new 
agent to help him develop his bank of 
expiration dates. The manager sees to 
it that the new agent, early in his ca- 
reer, recognizes the importance of plan- 
ning his daily work. A planning and 
activity guide is prepared each day. It 
is a simple matter to show the agent 
that unless he plans his work he will 
not be able to operate efficiently. The 
company sees to it that he establishes 
realistic goals and attains them. This 
field work and basic training is re- 
ferred to as course one activity. 

When the new agent has sufficient 
experience in the field and has com- 
pleted the requirements of the basic 
training course to the satisfaction of 
his manager, he and 10 or 15 of his fel- 
low agents who have developed to the 
same point are invited to a course two 
school. This is a classroom-type situa- 
tion. Before the school starts, there is a 
four-week preparatory period. The 
school lasts four and a half days. When 
the agent returns to his office following 
the classroom sessions, his schooling 
continues for eight weeks of concentra- 
ted field activity. In the school he has 
set production goals for these eight 
weeks, during which time he will test 
the methods he has learned that will 
enable him to work more effectively. 


Final Phase In 1% Years 


The final phase of basic training 
usually occurs after the agent has been 
in the business about one and a half 
years. Course three also has a four- 
week preparatory period and is fol- 
lowed by three and a half days of 
classroom training. A 12-week field 
period follows. The purpose of course 
three is to continue multiple line 
training by offering a currculum to the 
agent who has been with the company 
long enough to have some experience, 
but not too long to be receptive to 
additional sales techniques. 

All during the agent’s schooling pe- 
riod and continuing thereafter, the 
manager reminds him that he can be 
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successful only if he continues his out- 
side sales work. The manager should 
assist the agent who develops a large 
volume of business, impress him with 
the need for staying out of his office 
and giving personal attention to policy- 
holders and prospects. Hired help can 
serve the walk-in business. 

In the market where the agents op- 
erate, it is the exception to find a 
prospect with such a strong tie to any 
other agent that he is unwilling to lis- 
ten to a good sales presentation. This 
requires a demonstration of interest, 
friendliness and know-how. The best 
prospects for fire and life come from 
satisfied automobile policyholders, Mr. 
Grafton maintained. The first discus- 
sion of fire or life comes at the time the 
automobile policy is delivered personal- 
ly by the agent, when the policy cover- 
ages are explained and the customer is 
told of the importance of prompt re- 
porting of losses. 

In the office of a State Farm agent, 
a file is maintained for each client 
with a record of all transactions, 
copies of premium notices and, of 
course, notice in the event the premium 
is not paid. This permits the agent to 
determine immediately whether he has 
lost the business or a premium notice, 
mailed to him has gone unnoticed. 


Stresses Reliability 


Mr. Grafton stressed that a compe- 
tent, professional agent is one who re- 
places the vagueness and uncertainty 
that many people have about insurance 
with trust and confidence in his skill 
and dependability. He is just as reliable 
in delivering claim service as he is per- 
suasive in selling. Claim service is re- 
garded by State Farm as so important 
that the company follows up every pol- 
icyholder loss in automobile and fire 
with a postal card. This asks whether 
State Farm representatives were 
prompt and courteous and whether they 
think they were treated fairly. It also 
asks for their suggestions and com- 
ments. The return is high—in 1960, 14,- 
431 cards were returned by Florida 
policyholders. More than 99% of these 
cards had favorable replies. 

The postal card also keeps agent and 
claim man alert. The company returns 
cards to the agents, who get much 
satisfaction from them. The cards are a 
constant reminder of the importance of 
the agent’s showing the proper interest 
and seeing to it that the claims of his 
policyholders are well handled. Just 
as there is a close working relationship 
between the State Farm agent and his 
district manager, so also is there a close 
working relationship between agents 
and salaried claim adjusters, located in 
claim offices throughout the state. 


Trinity Universal 


Appoints Hampton 

Claude Hampton has been appointed 
a special agent for the Texas pan- 
handle territory by Trinity Universal. 
He will work out of Amarillo. He was 
formerly in the agency business in 
Amarillo and joined Trinity Universal 
in January. 


In Field For Royal-Globe 


Royal-Globe has appointed Richard 
M. Spiers Jr. special agent at Greens- 
boro, N.C., to assist Robert M. Ker- 
shaw III, state agent. Mr. Spiers joined 
the group in 1959 and was trained in 
New York and Richmond, Va. 

Donald E. Farmer has been named 
special agent for north Alabama, with 


headquarters at Birmingham, to as- 
sist John W. Pearce, state agent. Mr. 
Farmer also joined the company in 


1959, and was trained in New York 
and Atlanta. 





HteNATIONAL UNDERWRITER 


Mass. AR Plan Hits 
Record High In 1960 


Automobile assigned risks in Massa- 
chusetts hit a new high of 68,892 in 
1960, up from 63,940 in 1959. 

In his annual report, Lawrence W. 
Scammon, AR plan manager, noted 
that premiums written in 1960 totaled 
$5,709,192, attributable 74% to com- 
pulsory, 7% to other BI and 19% to 
PDL. Mr. Scammon reported that 1961 
assignments made through Dec. 31, 
1960, rose to 6,549 against 5,583 a year 
ago. No year has ever started out with 
as heavy a rush as 1961. 

He indicated hope that “more com- 
panies will elect to absorb their fair 
share of newly emerging business via 
credits rather than assignments. By 
doing so, they will be selecting their 
own assignments. Companies taking 
advantage of the credit provisions of 
the plan have reported that they have 
improved their over-all Massachusetts 
experience, since the loss ratio for cre- 
dit risks has been better than that of 
those assigned. 


U. S. Industries Names 
Nees Insurance Manager 


John O. Nees has been named in- 
surance manager of U. S. Industries 
in New York. He had formerly filled 
that post with Bigelow-Sanford, and 
before that was insurance consultant 
for United Hospital Fund of New York. 
He is a director of New York chapter 
of American Society of Insurance 
Management. 


Soften Minn. WC Bill. 


ST. PAUL—The Minnesota senate 
has amended the house workmen’s 
compensation bill in a way that re- 
duces materially the benefits under 
the house bill. The latter would in- 
crease weekly benefits from $45 to $63 
and the death benefit from $17,500 to 
$25,000. The senate amended this to 
increase the weekly benefit to $47.50 
and the death benefit to $20,000. 

A bulletin of Insurance Federation 
of Minnesota says the workmen’s com- 
pensation bill is perhaps the only one 
of real significance to the insurance 
industry and if the bill passes at all 
it is more likely to be in a form some- 
what in accord with the senate ver- 
sion. 
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CONTINUALLY EXPLORING 
NEW [DEAS 
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@ Time is with us. The growing thirst for information fits our 
business perfectly. We not only attempt to keep pace with events and 
new ideas but far out-distance them. Producers who foresee the grow- 
ing need of tomorrow’s professionalism demand the efficiencies so 
inherent in-dealing with Bowes & Company. As a special risk firm, we 
are never satisfied with the usual. We have proven this in a thousand 
different ways. Time after time we have taken the initiative to cut the 
cloth to fit the perfect pattern—develop new and revolutionary forms 
of coverage for individuals, industry and commerce. If you have a par+ 
ticular problem, seek imaginative underwriting and strong safeguard 
against competition, remember your best bet is Bowes & Company, 
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FeNATIONAL UNDERWRITER 


Reviews Results Of Safe Driver Plans 


The bureau safe driver plans have 
halted the discouraging deterioration 
of the organized companies’ position in 
the mass auto market, according to 
John J. Savage, Pacific Coast manager 
of National Bureau. In a talk at the 
annual meeting in Phoenix of Ameri- 
can Assn. of Managing General Agents, 
he reviewed the results of the plans to 
date. 

Companies and agents are acquiring 
new business of good quality in direct 
ratio to their merchandising efforts, 


he said. In California, for example, 
a recent study showed a 12% in- 
crease in the number of private passen- 
ger automobiles insured during the 
first three months of 1960 as contrasted 
with the same period in 1959 when the 
plan was not in effect. Some companies 
reported increases ranging from 20% to 
25%, substantially greater than the av- 
erage 12% increase. 

While results reported from other 
states vary somewhat, there is every 
reason to believe that the safe driver 
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. «2 RIGHT OUT THE WINDOW! That’s 


what you’ll do with all other budget plans when you 


start using Afco. 


From the beginning, Afco takes all the confusion out 
of premium budgeting. Afco eliminates the different 
forms, different instructions, different rate tables you 








plan and the special auto policy are at- 
tracting new business and allowing bu- 
reau companies to hold their own. It is 
significant that the great preponderance 
of new business gained by bureau 
members was previously insured in the 
deviating market. One company report- 
ed writing almost 700 new risks in 
March in two western states—an as- 
tonishing increase in business in an 
area dominated by cut-rate companies. 

There is every evidence that the 


plans have not adversely affected loss 
ratios but may well have lead to an 
improvement in 
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granted to insured with clear records, 
Mr. Savage declared. This bears out 
the contention that the plans are not 
rate-cutting devices but are intende«| 
to produce a better balanced book of 
business, affording an even chance of 
a reasonable profit. 

The plans and the special policy 
programs, through the use of driving 
record information and signed appli- 
cations, have produced the two-fold 
result of telling bureau companies 
more about their book of business and 
contributing to greater accuracy in 
classifying private passenger risks. 

Mr. Savage said that early criticism 
of the plans has proved groundless. It 
was charged that previous merit rating 
plans were unsound and that the new 
plan would be no exception because 
there would be an _ administrative 
breakdown both on the part of the com- 
panies and their producers. This has not 
materialized. 

Critics said that the plans would be 
too costly, but this has not proved to be 
the case. The additional money that 
has been spent for driving record infor- 
mation and signed applications has 
been a sound investment because it has 
produced a lower flat cancellation rate, 
a more favorable book of business and 
better underwriting information. A re- 
cent cost survey in California involving 
the principal writers of private passen- 
ger car business indicates more effi- 
cient procedures and better value re- 
ceived for dollars spent. 


Other Wrong Predictions 


Critics also claimed that the plans 
would jam the traffic courts and lead 
to a breakdown of law enforcement. 
This has not happened in California or 
in other states. California has vigor- 
ously enforced its driver improvement 
and driver point systems. This program, 
plus an exploding population, probably 
accounts for the slight increase in traf- 
fic court activity in California. 

Critics forecast a public rebellion be- 
cause accidents and traffic violation 
convictions were used to establish au- 
tomobile rates. This is a myth which 
has been blasted by the driving pub- 
lic’s enthusiastic reception of the plans, 
Mr. Savage said. The great majority 
of safe drivers have had every reason 
to be thankful for lower insurance pre- 
miums. Malefactors, who are charged 
higher rates, have received little pub- 
lic sympathy. Drivers have become 
“point conscious,” recognizing the jus- 
tice of the plans. 

Finally, bureau companies were told 
that they were playing into the hands 
of competitors who would ignore the 
plans and establish further deviations 
at their convenience. The opposite has 
happened. Competitors and the selec- 
tive underwriters have been forced to 
adopt their own versions of the safe 
driver plan whether in the form of a 
more refined classification system or in 
the establishment of substandard risk 
companies. 

Bureau companies are more confident 
than ever that their programs have not 
only performed as expected but have 
also signaled the way to a successful 
participation in underwriting the mass 
personal market. 

By facing facts and devoting them- 
selves to a team effort, companies and 
their producers will mutually prosper, 
Mr. Savage concluded. 


Retires After 39 Years 


Abbie G. Glover, secretary-librarian 
of Insurance Library Assn. of Boston, 
has retired after 39 years with the li- 
brary. Trustees of the association hon- 
ored her recently at a luncheon in 
Parker House. 








Ju 














XUM 





June 2, 1961 


Continental Has 
Operating Loss 


Continental’s underwriting results 
for the first quarter of 1961 caused a 
$3 million operating loss for the per- 
iod, according to J. Victor Herd, chair- 
man of America Fore Loyalty. The 
Continental report consolidates the 
group’s results. He also said that re- 
sults so far this year have shown im- 
provement in the casualty lines, but 
that property coverages suffered from 
severe fire and storm losses. 

Policyholders surplus for the quarter 
was $885 million, an increase of $85 
million from the comparable period in 
1960. Assets totaled $1,714,206,507, up 
$70 million from the end of 1960. 


To S. F. For American 

American has promoted Arthur G. 
Carlson from underwriting supervisor 
at Chicago to fire manager at San 
Francisco to succeed Terrence P. Mur- 
phy, who has resigned. Mr. Carlson 
entered the business in 1937 as an un- 
derwriter with U.S.F.&G. at Chicago. 
In 1958 he went with American there 
as underwriting supervisor. 





The Picture of Success 





a 
POWER OF A WOMAN” 


Although women outnumber men 
in most brokerage and agency of- 
fices, the business of running an in- 
surance company is generally con- 
sidered a ‘‘man’s’’ business. One 
exception is Stephanie A. Zurek, 
treasurer and a director of LaSalle. 
She is a vigorous contradiction 
of the attitude generally held by 
society that it is unattractive for 
women’s brains to be showing. 

“Professionalism” in our indus- 
try receives its strongest encourage- 
ment from people like Stephanie — 
be they men or women. An advo- 
cate of hard work —a discerning eye 
—but with an optimistic attitude 
and a willingness to keep up with 
current times, she capably expresses 
our inherent philosophy of chal- 
lenging goals for producer and 
company alike. 
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A COMPLETE CASUALTY SERVICE: 
Accident & Health, Automobile Liability, 
Automobile Physical Damage, Garage 
Liability, Malpractice Liability, General 
Liability, Dramshop Liability, Plate Glass, 
Manufacturers’ & Contractors’ Liability, 
Workmen’s Compensation, Burglary & 
Fidelity, Bail & Other Court Bonds 
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Many Will Gather At 
D. C. To Discuss Rates 


More than 100 leading agents and in- 
surance executives will meet June 21 
at the Statler Hotel in Washington to 
discuss regulation of property and 
casualty rates. The meeting is spon- 
sored jointly by National Assn. of In- 
surance Agents and American Insur- 
ance Assn. 

Guy Mann, vice-chairman of AIA 
and senior vice-president of Aetna Cas- 
ualty, will be chairman. Among those 
invited are representatives from 
agents’ state associations, members of 
the NAIA executive committee, and 
members of the executive committees 
of Assn. of Casualty & Surety Com- 
panies, Inland Marine Underwriters 
Assn., and National Board. 


Advice To Aetna Grads 


New agents should not be so inter- 
ested in making sales that they neglect 
to assure payment of premiums, 
George C. Bent, Hartford agent, told 
the graduating class of Aetna Casual- 
ty’s sales course at the graduation 
dinner. 

The class was led by Karl L. Gmein- 
er of Detroit. Other blue ribbons for 
high scholastic standing went to Ron- 
ald Cruff of Providence, Robert L. 
Cashman of Los Angeles, and Clifford 
Jurmu of Zion, Ill. Gold ribbons for 
outstanding soliciting techniques were 


won by Mr. Cruff, S. Parker Ladd of 
Boston, and Melvin Willis of Glen 
Allen, Va. 


Mr. Bent told the graduates that the 
final question to a client should con- 
cern terms of payment for the policy 
for which he has applied. He further 
advised new agents to aim for at least 
one sale a day, to feature merit rating 
plans, to work nights to contact people 
unavailable during the day, and to 
enter company sales campaigns with 
enthusiasm. 


Southern General Has New 


Substandard Auto Plan 

The Georgia, Alabama and Florida 
departments have approved Southern 
General’s plan for writing substandard 
auto business. 

A basic surcharge is established for 
each of four different classes of dri- 
vers according to mileage classifica- 
tions. A low surcharge is imposed for 
risks with no accidents or violations 
for the three years preceding applica- 
tion. Penalty surcharges are applied on 
a point system for 11 different types 
of offenses, and total points establish 
the additional surcharge. Renewal dis- 
counts are allowed on all risks which 
have been rated under the new plan 
and which are free of claims or viola- 
tions during the previous policy per- 
iods. 

Farm Insurance Agency, Atlanta, is 
managing general, agent for the pro- 
gram for Southern General, a Stuyves- 
ant affiliate. 


Milwaukee Assn. Elects 
Milwaukee Health & Life Claim 
Assn. has elected Jean A. Carey, As- 
sociation Insurance, president; Glen C. 
Alexander, Personal Indemnity, vice- 
president; James Abrams, Catholic 
Knights of Wisconsin, secretary, and 
Richard Meyers, Blue Cross, treasurer. 


Brinkmeier Joins Cornbelt 
Cornbelt has named Ward W. Brink- 
meier claim manager. He has been in 
the claim department of General Cas- 
ualty of Madison for the past 15 years. 


Here is a data-processing and computer 
service that can save you time, trouble 
and money—whether you have tabulat- 
ing equipment or not. 


If you have no machine facilities, let STATISTICAL 
be your tabulating and computer department. It’s the 
practical way to take advantage of the latest automatic 
cost-cutting techniques and get all the reports you need 
—without investing in equipment or personnel. 


If you have a tabulating department, 
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STATISTICAL can help you on over- 
loads, special assignments or through 
the use of our electronic computers to 
supplement your conventional equip- 
ment. This service can be a life-saver 
when periodic reports threaten to tie 
up your own staff. 





Oldest and largest independent 
data-processing and computer 
service bureau... Established 1933 
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As a start, call or write the 
STATISTICAL office nearest you 
for literature on these services: 


* Computer Service 

* Insurance Agency Accounting 
* Machine Accountants Service 

* Clerical and Task Force Services 
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HeNATIONAL UNDERWRITER 


Exhaustive Study Shows Part Time Character Of Distribution 


(CONTINUED FROM PAGE 2) 
panies was 33, but the ratios for 17 
companies exceeded 100. 

The committee notes that by ter- 
minating what it considers to be un- 
desirable accounts or channels of busi- 
ness, the insurer hopes to improve its 
underwriting position. Terminations 
are, for the industry as a whole, an 
uneconomic practice since the resultant 
turnover raises the total cost of ac- 
quisition and record keeping and 


causes inconvenience to both the pro- 
ducers affected and their clients. Pro- 
ducers must seek new companies, and, 
if they succeed, clients must run the 
gamut of the higher underwriting re- 
strictions applicable to new business. 
Frequently clients are lost in the proc- 
ess to other producers. 

Of the 12,772 agents and brokers 
tabulated, 2,222 or 17% reported that 
one of more of their accounts or chan- 
nels had been terminated in 1959. To- 


tal accounts and channels terminated 
amounted to 3,200, or 9% of all of the 
accounts and channels employed by 
producers to place auto liability during 
1959. Terminations tend to rise to a 
peak at the producer. income level of 
$2,000-$4,999 and then decline. The 
city had a 9.1% rate of termination, 
compared with 8.8% for upstate. The 
termination rate of the companies per 
$1 million of premiums was seven but 
runs up to 44.3 for companies doing 
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less than $500,000 of business and is 
quite high until the $10 million pre- 
mium level is reached. 
Proportionately more low income 
producers reported complete inability 
to place their business with new com- 
panies than large income producers. 
Reasons given for not accepting new 


accounts,. .in..order. of. frequency, were. . 


that the company was not accepting 
any new accounts, lack of supporting 
business, and inadequate volume. Ter- 
ritory and loss ratio were also reasons 
given. More than half the producers 
reported the reason given by com- 
panies as “no new accounts or chan- 
nels.” 

The 1,886 captive agents reporting 
represented 13.9% of producers but 
22.3% of all auto risks written. Of total 
clients, captive agents service 86.1% for 
auto, compared with an average for 
all producers of 52.1%. The proportion 
for non-exclusive captive agents is 
slightly higher than for all producers. 


New To Renewal 


The report points out that the ratios 
of renewal to new automobile risks 
for both exclusive and non-exclusive 
captive agents are below that of the 
average for all producers. The captive 
agent appears to be in a less favorable 
position with respect to persistency 
than other types of producers. How- 
ever, the study notes, the ratio also 
is influenced by the relative amount 
of new business written in relation 
to existing business renewed, and cap- 
tive agents reported a_ substantially 
larger number of new auto risks per 
client than did producers as a whole. 
Thus 16.8% of the clients of exclusive 
captive agents and 11.3% of clients of 
non-exclusive captive agents were new 
auto risks, compared with 8.7% for all 
producers. 

The average exclusive captive agent 
had 402 automobile insured compared 
with 75 for all producers and 85 for 
the non-exclusive captive. Of exclu- 
sive captive agents, 58% reported that 
their companies had restrictive un- 
derwriting practices. This compares 
with 54% for non-exclusive captives 
and 47.4% for all producers. Only 16% 
of the auto risks of exclusive agents 
were written in the AR plan, compared 
with 21% for non-exclusive captives 
and 26% for all producers. 

Of 13,549 producers reporting, 62% 
resorted to the AR plan in 1959. More 
agents used it, 59%, than brokers, 54% 
However, 80% of dual licensees used 
it. Use of it went up with the amount 
of the producer’s income. 

Though rules of the AR plan require 
that an applicant attempt, within 60 
days prior to application, to place his 
risk in the normal market before re- 
sorting to the plan, only 59% of AR 
cases were so treated. The report 
points out that the producer, knowing 
in advance that the chances of placing 
the poor risk through highly normal 
channels are highly remote, applies 
directly to the plan. The committee 
suggests that there may be some abuse 
of the plan in connection with clean 
risks handled in this way. 

Fourteen percent of assigned risks 
previously had limits higher than the 
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statutory 10/20. One in five of these 
risks were able to obtain excess limits 
after assignment, largely through ad- 
mitted companies. Assigned risks for 
which fees were charged were only 9% 
of such cases. Oddly enough the per- 
centage charged fees was slightly high- 
er upstate than in the city area. How- 
ever, more risks were assigned, pro- 
portionately, from the city area. 


Nine Producers Report 


Nine producers reported writing 
500 or more ARs in 1959. They wrote 
almost all of their new business in 
1959, 93%, in the plan, compared with 
30% for all producers; and they charged 
fees for 29% of the ARs they handled, 
compared with 9% for all producers. 

The data suggest that many pro- 
ducers specialize in AR business, the 
report notes. While this might be re- 
garded as a necessary and desirable 
service to those who can’t obtain cover 
through normal channels, the commit- 
tee states, it also raises questions of 
public policy. If these specialists make 
few if any initial attempts to place the 
risks in the voluntary market, the pur- 
poses of the AR plan are being sub- 
verted. 

May Not Realize Penalization 


The committee also has reason to 
believe that some of these producers 
direct practically all of their solicita- 
tion efforts and advertising to low- 
income foreign language groups, many 
of whom may not even realize they 
are being penalized by having their 
insurance written through the plan. 
New AR plan rules, which eliminated 
the commission on surcharges, may 
help reduce this practice, the commit- 
tee observes. 

Producers were asked to comment 
on company rating and classification 
plans. More than half indicated dis- 
satisfaction; 18% wanted merit rating 
(since approved); 7% thought rates 
too high for young drivers; 5% felt 
driving to work classification was un- 
fair, and 4% argued that no fault 
accidents should not be charged against 
the insured. In the city area producers 
were most critical of territorial classi- 
fications, not at fault accidents, and 
AR surcharges. Upstate the drive to 
work charges produced the most irri- 
tation. Typical criticisms by producers 
are quoted, without identification. 


Claim Practices 


A substantial majority of producers 
regard current claim practices as sat- 
isfactory. Only 21.2% made generally 
adverse criticism. Critics were most 
critical of companies being too lenient 
in settling claims, cited by 9% of those 
commenting. Delays in payment of 
claims came next, cited by 4%. Com- 
plaints that lawyers and juries are 
bringing about high awards and high 
rates were made by 2.5% of those ex- 
pressing their views. 

Other complaints were that the com- 
panies are too strict, that they cancel 
after claim payment, that many ad- 
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justers are dishonest and take rake- 
offs, and that claims should be on a 
compensation basis. 

More city producers were critical, 
30.1%, than upstate, 14.6%. The claim 
leniency criticism came mostly from 
the city. Higher income producers tend- 
ed to be the most critical. 

Of producers commenting on com- 
pany marketing restrictions, 70% were 
critical, compared with 51% in con- 
nection with rating and classification, 
and 21% on claim practices. The re- 
quirement of supporting business be- 
fore writing auto was the chief criti- 
cism—12% of the producers took issue 
with this requirement. Eleven percent 
thought underwriting practices were 
unfair to young drivers, 7% that dis- 
crimination against older drivers was 
unfair. 

Other producers reported that the 
small or new broker is placed at a dis- 
advantage, and others that acceptance 
of business should not be geared to 
the producer’s loss ratio. 

“The charge of racial discrimination 
(1.2% of producers made this one) is 
a serious one that warrants further in- 
vestigation,” the committee declares. 


Freedom Of Contract 


The committee in its analysis of the 
freedom of contract legislation points 
out that the words in the law that re- 
quire the superintendent when con- 
sidering a rate change to give consider- 
ation “to commissions paid during the 
most recent annual period in this 
state” constitute a radical departure 
from the previously accepted concept 
of the factors to be considered in the 
rate structure. This is true in at least 
two respects, the report states. 

First, it is limited in its application 
to past experience and for a specific 
period, namely 12 months. Both past 
and prospective loss experience must 
be considered and prior to the amend- 
ment, both past and prospective ex- 
penses had to be considered. The pro- 
spective element now is eliminated as 
to commissions but remains as to all 
other expenses. Second, before the 
amendment, specific items of expense 
were not separated. Now one element 
of expense is segregated from the bal- 


ance and is subjected to different 
treatment. 
This may, the committee suggests, 


serve to “freeze” commission levels. 

The committee also indicates that the 
extent to which the companies have 
tried to reduce expenses, including so- 
called home office expenses as well as 
commissions, should be the subject of 
further study by the committee. 


Rate of Commission 


Another phase of the problem which 
requires further exploration is the 
economic effect on the producer result- 
ing from a reduction in the percentage 
rate of commission. A reduction in the 
commission percentagewise does not 
mean a corresponding reduction in in- 
come, the report states—assuming the 
volume of business written remains 
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constant, in view of increasing pre- 
miums. 

The last few years have witnessed 
a steady deterioration of the automo- 
bile liability insurance market such 
as to pose a threat to the public in- 
terest, the committee concludes. The 
companies writing the business in the 
state have undergone persistently ad- 
verse underwriting results, so much so 


that the financial solvency of many 
companies has been threatened. In 
many cases, only investment income 


has enabled the insurers to continue 
to write automobile. The squeeze be- 
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tween mounting losses and lagging rate 
changes has been one of the principal 
causes of the increasingly selective 
underwriting practices of insurers. 
Underlying the mounting volume of 
losses has been an unprecedented ac- 
cident (or claim) rate, particularly in 
the urban centers of the state, the 
ever increasing size of claim settle- 
ments and jury awards, heavier repair 
bills and larger medical payments. 
However, the committee believes 
that not all of the ills can be attributed 
to inadequate rates. The rate structure 
itself has become outmoded, failing 


properly to distinguish between those 
most responsible for losses and those 
least responsible. 

Among many proposals made to the 
committee for direct legislative inter- 
vention into the situation was one 
limiting the right of the insurer to 
exercise underwriting judgment in se- 
lecting risks—a mandatory non-can- 
cellable policy. 

To this the committee responded: 
“A statutory control of this type would 
constitute a radical departure from a 
long standing insurance principle and 
should be considered only in extremes 
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after voluntary efforts have failed. The 
purchase and sale of insurance is a 
transaction that should be freely en- 
tered into and mutually agreed upon. 
Serious curtailment of this freedom 
of contract between buyer and seller 
can frequently create more problems 
than it was intended to correct.” 

The committee also notes that the 
rule changes of the AR plan, the pro- 
mulgation of a “non-cancellable” pol- 
icy, and rate increases should ease the 
situation. The committee recommended 
to the legislature that time be allowed 
for these efforts to demonstrate their 
value, but that the committee be au- 
thorized to continue its surveillance. 


Ind. Lumbermens Mutual 


Opens Sw Department Office 


Mayor Earle Cabell of Dallas offi- 
cially opened Indiana Lumbermens 
Mutual’s new southwestern department 
office building by cutting the ribbon 
at the beginning of three days of 
festivities. The new 20,000-square foot 
building is the largest of Indiana Lum- 
bermens four regional offices. Resi- 
dent vice-president Richard F. Skin- 
ner and his staff of 80 supervise op- 
erations in Texas, Louisiana, and New 
Mexico. All underwriting, claims, and 
accounting for the area will be handled 
at the branch on a complete IBM sys- 
tem, under which only summary cards 
will be sent to the home office for 
statistical purposes. A delegation of 
several directors and officers, headed 
by president and general manager 
Gold E. Beall, were in Dallas for the 
tours and a luncheon for agents. 


Gains For Pacific Indemnity 


Underwriting and investment oper- 
ations of Pacific Indemnity reflected 
continuing improvement during the 
first four months of 1961. Net premi- 
ums written were $13,322,496 and 
earned premiums amounted to $13,- 
096,831. Underwriting operations pro- 
duced a profit of $283,806. The com- 
bined loss and expense ratio was 
96.04%. 

Combined underwriting and invest- 
ment operations produced a net profit 
of $878,501 or $1.22 per share. Surplus 
to policyholders increased by $2,381.- 
477 to $22,846,484. 

Miss Eva T. Peterson, who served 
38 years as a clerk in the marine de- 
partment of St. Paul F. & M., left an 
estate of $340,000 when she died a 
year ago. The bulk of her estate was 
in stock of the insurance company and 
Minnesota Mining & Manufacturing 
Co. Most of the estate was divided 
among four friends. 
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Tennessee Mutual Agents Elect Spann 


(CONTINUED FROM PAGE 1) 

suit involving introduction of the safe 
driver automobile plan in Tennessee, 
and thanking the mutual agents for 
their cooperation, Mr. Long said that 
major battles remained to be fought, 
that direct writers are decidedly on 
the offensive and that the influence of 
organized agents is needed, not only 
for their own self-preservation, but for 
the good of the entire insurance busi- 
ness and the public. 


Emphasizes Responsibility 


W. R. Van Camp, Memphis, past 
president and legislative chairman, 
emphasized the growing responsibility 
of the association in his report and dur- 
ing the discussion on the dues increase. 
He said the need for the mutual agents 
to stand on their own feet became 
apparent two years ago when Insurors 
of Tennessee, the stock agents associa- 
tion, split hopelessly on proposed 
amendments to the financial responsi- 
bility law, and was confirmed by the 
confusion at the last session. He said 
National Assn. of Independent Insurers 
tried to enlist the support of the mu- 
tual agents for the “no prior approv- 
al” bill, in support of which some of 
the large direct writing independents 
contributed much money. The mutual 
agents opposed that legislation and will 
continue to do so. Mr. Van Camp said 
that, while relations with American 
Mutual Insurance Alliance are very 
good and while that organization has 
been most helpful in keeping the 
agents advised of proposed legislation 
and other moves, the agents cannot 
tie themselves completely to it. Direct 
writing companies are powerful mem- 
bers of the alliance, many agency mu- 
tuals represented by the association’s 
members are not members of the al- 
liance and there are certain to be 
times when the views of the mutual 
agents and of the alliance will be in 
conflict. The mutual agents will co- 
operate with the stock agents, with the 
alliance and with other insurance or- 
ganizations as far as possible, but they 
must recognize that their association 
has come of age and must play a strong 
role of its own. 

At the closing dinner, Mr. Van Camp 
was presented with the “Mr. Mutual 
Agent” award by G. R. McKiever, Mi- 
ami, president National Assn. of Mu- 
tual Insurance Agents. 

Previously the by-laws required that 
a member represent, both by number 
of companies and by premium volume, 
at least 51% legal reserve mutual in- 
surance companies operating on the 
American agency system. The percent- 
age requirement was eliminated and 


was replaced by a statement that the 
agent must represent himself as a mu- 
tual agent operating under the agency 
system and adhere to the NAMIA code 
of ethics. Situations had developed 
where members, because of temporary 
market conditions, had been unable to 
maintain this level of business at all 
times. It was also felt that a flexible 
standard is needed to help attract new 
members who are potentially desirable 
mutual agents and that the require- 
ment of endorsement by another mem- 
ber is all the protection the association 
needs. 

For several years, Mrs. Sammie L. 
Lang of the C. R. Lewis agency of Tul- 
lahoma has acted as executive secre- 
tary. The growing size of the associa- 
tion and its new activities compelled 
her to ask to be relieved of this office. 
At the dinner, Mrs. Lang was present- 
ed with a testimonial scroll and a silver 
tea and coffee service and was given 
an ovation. With the importance of 
legislative work, it was obvious that 
the executive secretary should be lo- 
cated in Nashville and the board ap- 
proved the employment of Richard 
Heagy of that city to replace Mrs. 
Lang. 

Carl Gates, Memphis, succeeded Mr. 
Spann as vice-president and W. B. 
Oldham, Knoxville, was elected secre- 
tary-treasurer. C. C. Sherrod, Johnson 
City; C. R. Lewis, Tullahoma; Jerry 
Agee, Nashville, and Mr. Van Camp 
were elected directors. Holdover direc- 
tors are Edgar Mittwede, Nashville; 
J. E. Hall, Jackson; R. E. Hill, Chatta- 
nooga; Mr. Millard and M.W. Lips- 
comb, Memphis. Messrs. Hall, Lewis, 
Hill and Van Camp are past presidents. 
Mr. Lewis was reelected national di- 
rector. 

Mr. McKiever discussed the national 
picture and the activities of NAMIA. 
He praised the Tennessee agents for 
their fight for the retention of the pri- 
or approval rate law and urged them 
to carry on the work which had been 
pioneered so well by Tennessee veter- 
ans. On Tueday morning a new slide 
film, depicting the activities and serv- 
ices of NAMIA and the Washington 
convention of last fall, were shown. 

Two speakers on currently important 
insurance developments drew large 
and attentive audiences. J. D. Kinard, 
vice-president John Ratterree & Co., 
discussed the automobile picture Mon- 
day afternoon and L. G. Toms, agency 
director Lumbermens Mutual of Mans- 
field, discussed commercial package 
policies Tuesday morning. Mr. Kinard 
quoted the views—sometimes conflict- 
ing—of many prominent people in var- 
ious phases of the insurance business 


on the automobile problem. He said 
legislation is still a major problem, 
citing the bad experience of North 
Carolina with compulsory insurance 
and that, where price is a factor, some 
policy coverage must be cut back to 
warrant this. His own conclusions were 
that the salvation of automobile insur- 
ance lies in public relations, effective 
safety campaigns, maintenance of ade- 
quate rates and removal of reckless 
and irresponsible motorists from the 
highways. Mr. Toms said that package 
policies have been multiplying so ra- 
pidly that everyone is confused and 
that the whole program is being kicked 
about like a football. However, it is 
sound and it is here to stay and he 
thinks it presents a real challenge to 
companies to develop the type of un- 
derwriter and field man who can han- 
dle it. In his opinion, the commercial 
package policy will be a boon to the 
independent agents and it should em- 
phasize company-agent cooperation, 
because of the complicated rating and 
other problems involved. 

R. A. Stubbs, Atlanta manager of 
Afco, said that premium financing 
is usually thought of as a means of 
solving an occasional collection head- 
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ache, but it can and should be an im- 
portant sales aid. J. C. O’Connor, secre- 
tary the National Underwriter Co. and 
executive editor Fire, Casualty & Sure- 
ty Bulletins, discussed the general in- 
surance picture, predicting that com- 
mercial package contracts will be most 
important to independent agents in get- 
ting and holding business accounts in 
the important middle ground between 
personal lines and jumbo risks. 


Clinard Gets Award 


J. M. Clinard Jr., vice-president at 
Nashville of Shelby Mutual, was un- 
able to accept the “Mr. Mutual Field- 
man” award because he was recuperat- 
ing from a serious accident. 

For the first time, the Tennessee 
agents donated a scholarship to the 
NAMIA summer school at Oberlin Col- 
lege, the recipient being R. E. Hill Jr., 
Chattanooga. Young Mr. Hill joined 
his father’s agency last fall. 





Thomas S. Gates has been elected a 
director of North America and Life of 
North America. He is a director and 
chairman of the executive committee 
of Morgan Guaranty Trust Co. of New 
York. 
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_Asks Health Insurers 
Por More Publicity 
On Their Good Work 


Health insurance companies should 
tell the public what they have done in 
providing protection against the costs 

| of health care, Robert R. Neal, general 
manager Health Insurance _ Assn., 
stated before the annual meeting of 
American Mutual Insurance Alliance 
| at Chicago. 

It is particularly important that the 
new and improved programs be ad- 
vertised now, he said, when proponents 
of government-run health care plans 
would like to make it appear that in- 
surers are standing still. 

Health insurers are providing cov- 

erage of high type and broad applica- 
tion to people in all age groups, Mr. 
Neal said. They are writing and active- 
ly selling plans especially created to 
cover older citizens. They endorse the 
carrying out of the Kerr-Mills act so 
as to assure protection of that segment 
of the elderly who cannot purchase vol- 
| untary coverage. They drew up and 
proposed legislative passage of the ma- 
jor medical plan in Connecticut. But 
do they tell the public enough about 
what they are doing? 

Insurance companies have made 
steady progress toward fulfilling their 
responsibility of covering older citi- 
zens. More than 100 insurers are now 
marketing plans to insure the elderly. 
Most of the companies are voluntarily 
restricting their right not to renew 
older type contracts because of de- 
terioration of health. Today about 50% 
of Americans over 65 have some volun- 
tary health care expense protection. 
The percentage is certain to rise, in- 
asmuch as coverage of those who are 
65 and over is increasing more rapidly 
than coverage on the population as a 
whole. 

Mr. Neal said that as health in- 

| surance has been expanded to cover 

well over 70% of U.S. citizens by vol- 
untary methods, the kind of protection 
or the quality of it has become better, 
and more insurers are willing to sell 
it. There is a better understanding of 
the basic economics of health insurance. 
For example, people are learning that 
recurring, minor health care costs can 
be allowed for in the family budget, 
| while the insurance premium dollar is 
invested in coverage against disastrous 
losses resulting from severe injury or 
prolonged illness. 

Such factors as changes in the na- 
tional economic situation have made it 
essential that quality revisions be ef- 
fected, the speaker observed. He com- 
mented that a hospital expense policy 

| sold in 1941 was a useful aid to finan- 
| cial protection at that time, but com- 
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Sorge Takes Key Post 
With Appleton & Cox 


Joseph Sorge has joined Appletor 
& Cox as manager of the fire under- 
writing depart- 
ment. He will su- 
pervise the nation- 
al fire underwrit- 
ing operation. 

Mr. Sorge re- 
cently resigned as 
vice-president of 
Peerless. His ca- 
reer encompasses 
42 years in the 
business, including 
a number of years 
in field capacities 
with Caledonian in 
the eastern states. He has been a 
member of the executive committee 
of New Hampshire Board of Under- 
writers. 





Joseph Sorge 


Andrew Galley has been appointed 
claims manager for Key Exchange of 
San Francisco. He has been claims 
supervisor for Continental Casualty. 





pared with today’s costs its benefits 
would be below the level of adequacy. 

Turning to the question of current 
Congressional legislation designed to 
aid the aged in meeting health care 
costs, Mr. Neal said the health insur- 
ance business disagrees with the meth- 
od by which the present administra- 
tion would finance health care protec- 
tion for the aged. There is between the 
business and those who would expand 
government participation in health 
care aid no dispute as to the end de- 
sired. Both groups want the aged to 
be protected against the costs of ill- 
nesses and accidents, but the insurers 
want health care to be provided by 
traditional means. The insurers are 
convinced that a better, more satis- 
factory job can be done more economic- 
ally for the present and future citizens 
through private, voluntary, competitive 
means, with federal, state and local 
government responsibility limited to 
those who cannot provide for them- 
selves. 

Private health insurance has the ca- 
pacity to serve the aged so efficiently 
that there can be no convincing argu- 
ments for putting the job in govern- 
ment hands, Mr. Neal stated. The 
companies want to do the job, they 
have the capacity to do it, they are 
committed to do it, and given the op- 
portunity they will do it—just as they 
have in so short a time provided cov- 
erage for more than 120 million people 
under age 65. But it is of critical im- 
portance that the American public be 
told what is being accomplished. 
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American Casualty 
Promotes Limber 


American Casualty has promoted A. 
Paul Limber from manager of the 
property division to manager at Mil- 
waukee. He entered the business as a 
special representative of North Amer- 
ica in 1946. 


Three Advanced By 


Hartford Accident 


Hartford Accident has_ elected 
Robert C. Lukens, Robert C. Swanson 
and John W. O’Connor assistant secre- 
taries. 

Mr. Lukens joined the company in 
1940 and was named a superintendent 
of the compensation and liability de- 
partment in 1958. Mr. Swanson, with 
the company since 1941, also became 
a superintendent in that department in 
1958. 

Mr. O’Connor went with the company 
in 1948 at Cincinnati as a special agent. 
He was promoted to agency superin- 
tendent in 1955, assistant manager in 
1958 and branch manager in 1960. Most 
recently he has been superintendent 
of the burglary and glass division of 
the fidelity, burglary and glass depart- 
ment. 


Indianapolis CPCUs Elect 


Charles W. Clifford of Grain Dealers 
Mutual has been elected president of 
Indiana CPCU chapter. New vice- 
presidents are Phillip A. Hosmann, 
American States, and Thomas B. Barn 
of the Fessler agency, Indianapolis. 
Mark W. Gray, an attorney with 
Armstrong, Gause, Hudson & Kight- 
linger, was reelected treasurer, and 
Mary Neal of Lance agency is the new 
secretary. Leonard Shirley, American, 
was elected a director. 

The chapter has planned a dinner 
dance at the Woodland Country Club 
outside Indianapolis for June 10. 


Central Claims Names Mason 

Central Claims Service of Des Moines 
has appointed Robert D. Mason a staff 
adjuster. Mr. Mason has been with 
Fireman’s Fund. 


Richards G. Vedeler, special agent 
of Springfield-Monarch in New Hamp- 
shire, has retired after 35 years with 
the company. 
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Gen. Motors Finance, 
Insurance Subsidiaries 
Called A Monopoly 


YANKTON, S. D.—High prices of 
U.S. automobiles and a depressed auto 
industry have resulted largely from 
“monopoly powers which General Mo- 
tors Corp. exerts through its sales fi- 
nance and _ insurance _ subsidiaries,” 
Paul Jones, chairman of the American 
Finance Conference executive commit- 
tee, charged in a talk prepared for the 
annual meeting of South Dakota Fi- 
nance Conference here. 

“If the American public is to have 
the benefits of free and equal competi- 
tion among auto manufacturers and 
auto dealers, there must be a law to 
end General Motors’ monopoly power 
in automobile financing,’ said Mr. 
Jones. He stated that this goal can be 
achieved by the bill introduced in Con- 
gress by Rep. Celler (D., N.Y.). The 
bill would prohibit auto makers from 
owning finance companies. 

“High prices of American cars,” Mr. 
Jones asserted, “are largely the result 
of a 20% or higher profit after taxes 
that Senate inquiry has shown is Gen- 
eral Motors’ standard on the sales of 
its cars. 

He said the main source of General 
Motors’ power in the auto market is 
its sales finance subsidiary, General 
Motors Acceptance Corp. 

“GMAC enjoys unfair borrowing 
privileges in the money markets and 
is subsidized by General Motors,” Mr. 
Jones declared. “GMAC can borrow 
at least twice as many tax-free dollars 
per capital dollar as any independent 
finance company.” 


Pitre To Board Of ITHS 


M. J. Pitre, vice-president of Amer- 
ica Fore Loyalty, has been named a 
governor of Insurance Institute for 
Highway Safety. He succeeds J. Harry 
Bibby, executive vice-president of 
U.S.F.&G., who has resigned. 


Rankin agency of Bellefonte, Pa., 
one of the oldest in the state, has been 
purchased by W. Harper Vonada. The 
agency is 120 years old and has been 
in the Rankin family for 117 years. 
Mr. Vonada has been licensed as a 
general lines agent since 1956. Mrs. 
Vonada will be associated with him in 
the agency. 





ice? Prompt! 


141 W. Jackson Blvd. 
WeEbster 9-3267 





Lindquist-Burns Company 
ANNOUNCES 


» The formation of Lin-Burn, Inc. to assist producers through- 
out the United States in solving their surplus lines problems. 
Our staff? Experienced! Our markets? Excellent! Our serv- 


> The appointment of qualified agents to write poultry insur- 
ance (chickens and turkeys). Our market is competitive and 
flexible—our rating is nation-wide. 


Lin-Burn, Inc. 


Chicago 4, Ill. 
TWX-CG 589 
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Small Agencies, Medium and Large 


all find the going easier with Hanover .. . all benefit from a widely ex- 
perienced field staff, skilled underwriting and smooth loss procedures. 
Contact the office nearest you, or write... 


The Hanover Group 


pay THE HANOVER INSURANCE COMPANY 
Al THE FULTON INSURANCE COMPANY 


Mh wie HOME OFFICE: 11 1 John St., New York 38,N.Y. 
A * 
BU CHICAGO. «+ «SAN FRANCISCO. + TORONTO 
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Gerber Unit Offers Deviation Amendments 


(CONTINUED FROM PAGE 1) 

that the person or organization mak- 
ing such application has a specific eco- 
nomic interest affected by the filing. 
If the commissioner shall find that the 
application is made in good faith, that 
the applicant has a specific economic 
interest, that the applicant would be 
so aggrieved if his grounds are estab- 
lished, and that such grounds other- 
wise justify holding such a hearing, he 
shal! within thirty days after receipt 
of such application, hold a hearing 
upon not less than ten days’ written 
notice to the applicant and to every 
insurer and rating organization which 
made such filing. 

If, after such hearing, the commis- 
sioner finds that the filing does not 
meet the requirements of this act, he 
shall issue an order specifying in what 
respects he finds that such filing fails 
to meet the requirements of this act, 
and stating when, within a reasonable 
period thereafter, such filing shall be 
deemed no longer effective. Copies of 
said order shall be sent to the appli- 
cant and to every such insurer and 


rating organization. Said order shall 
not affect any contract or policy made 
or issued prior to expiration of the 
period set forth in said order. 

(e) No manual, minimum, class rate, 
rating schedule, rating plan, rating 
rule, or any modification of any of the 
foregoing which has been filed pur- 
suant to the requirements of section 4 
of this act shall be disapproved if the 
rates thereby produced meet the re- 
quirements of this act. 

Section 7—DEVIATIONS: Every 
member of or subscriber to a rating 
organization shall adhere to the filings 
made on its behalf by such organiza- 
tion except that any such insurer may 
(make written application to the com- 
missioner for permission to) file a de- 
viation from the class rates, sched- 
ules, rating plans or rules respecting 
any kind of insurance, or class of risk 
within a kind of insurance, or combin- 
ation thereof. Such (application) devi- 
ation filing shall specify the basis for 
the modification and a copy thereof 
shall also be sent simultaneously to 
such rating organization. (The com- 
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UNDERWRITER 
WANTED! 


: 
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& 

uy If you are a recent college graduate 

t possessing initiative and drive and are 

‘ now actively engaged in the Underwriting 

field, we are prepared to offer: 

& I—EXCELLENT STARTING SALARY AND 
PROMOTIONAL OPPORTUNTIES BASED 

a ON MERIT. 

i 2—A POSITION IN A BRANCH OFFICE 
OF AN INSURANCE CO. THAT IS 

| ee FOR ITS EXTREMELY RAPID 

t ; 

a 

i 

i 

i 

i 

t 

i 

i 


3—OUTSTANDING WORKING CONDI- 
TIONS IN OUR NEW BUILDING LO- 
CATED 25 MINUTES FROM CENTER 
CITY PHILA. 

4—PROFIT-SHARING PLUS A FULL LINE 
OF OTHER BENEFITS. 

Extensive experience is NOT necessary to 

qualify for this position. If you have some 

background and a desire to advance in 

underwriting, please send a complete re- 

sume to— 


D-76, P.O. BOX 2045 
PHILADELPHIA 3, PA. 


et 


4 
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FLORIDA OPPORTUNITY 


New multiple line Member Company of strong 
Capital Stock Group needs versatile statistical 
and accounting technician in the Home Office 
adjacent to Palm Beach, Florida. Full responsi- 
bility for statistics. Experience in accounting, 
reporting, reinsurance including pooling ar- 
rangements, desirable. Replies confidential. Fur- 
nish complete history, references, and salary re- 
quired in first letter. Write to Y-67, National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, 
Ilinois. 











FIRE UNDERWRITER 
Needed in Cleveland Regional Office. 


Must have minimum 3 years company ex- 
perience. College preferred. Deep interest 
in multiple line desirable. Write confiden- 
tially to Boston Insurance Company, East 


Ohio Building, Cleveland 14, Ohio. 








UNDERWRITING SUPERINTENDENT 
Midwest Department of a multiple line 
stock pany has opening for man to 
supervise casualty operations in Chicago. 
Salary open. Reply X-92, The National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago, Ill. 











Commercial Sales Representatives 
Progressive multiple line stock company, national 
with California Home Office, has opportunities 
for several direct writing salaried representa- 
tives. Desire experienced men, age 25-40. Col- 
lege and CPCU (complete or working on) 
preferred. Excellent salary and fine profit-shar- 
ing plan. Please furnish complete resume. Write 
to Y-54, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








Field Representative 


Large stock agency group has opening 
for a man at Peoria with Multiple Line 
experience. Excellent opportunity. Salary 
open. Write: Y-17, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 


WE WILL PAY CASH 
for ownership of a small life or property in- 
surance company. Want a going concern. Prefer 
a stock company. All replies confidential. Write 
to Y-61, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








Adjusting Executive Available 
Thirty years experience in all lines, with 
large companies and with adjustment firm. 
Write to Y-63, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 


Insurance Accounting Manager 


Expanding multiple-line casualty company in 
Los Angeles offers opportunity to head respon- 
sibility for all accounting and reports. Degree 
required plus experience in accounting and 
cost analysis relating to fire and casualty in- 
surance fields. Please send resume to Y-64, Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 





missioner shall set a time and place 
for a hearing at which the insurer and 
such rating organization may be heard 
and shall give them not less than ten 
days’ written notice thereof. In the 
event the commissioner is advised by 
the rating organization that it does not 
desire a hearing he may, upon the 
consent of the applicant, waive such 
hearing.) Any such deviation filing 
shall be on file for a waiting period of 
csasen days before it becomes effective, 
unless the commissioner reviews and 
authorizes the filing to become effec- 
tive before the expiration of such per- 
iod, and shall be subject to the provis- 
ions of Section 5. (In considering the 
application for permission to file such 
deviation the commissioner shall give 
consideration to the available statistics 
and the principles for rate making as 
provided in section 3 of this act. The 
commissioner shall issue an order per- 
mitting the deviation for such insurer 
to be filed if he finds it to be justified 
and it shall thereupon become effective. 
He shall issue an order denying such 
application if he finds that the result- 
ing premiums would be excessive, in- 
adequate or unfairly discriminatory.) 

This section should then conclude in 
one of the following ways: 


1. Each deviation (permitted to be 
filed) shall be effective for a period of 
not less than one year from the date 
filed (of such permission) unless ter- 
minated sooner with the approval of 
the commissioner(.) or in accordance 
with the provisions of section 5. 


2. Each deviation (permitted to be 
filed shall be effective for a period of 
one year from the date of such per- 
mission unless terminated sooner with 
the approval of the commissioner) 
shall be effective until withdrawn by 
the insurer with the approval of the 
commissioner or terminated by the 
commissioner after notice and hearing 
provided by section 5 of this act. The 
commissioner may at reasonable inter- 
vals, but not more than once in any 
twelve month period, require the in- 
surer to furnish such pertinent infor- 
mation as the commissioner deems 
necessary to justify the continuation 
of the deviation. 


Casualty Deviations 


Section 7—DEVIATIONS: Every 
member of or subscriber to a rating 
organization shall adhere to the filings 
made = its behalf by such organiza- 
tion except that any such insurer may 
(make written application to the com- 
missioner for permission to) file a uni- 
form percentage decrease or increase 
to be applied to premiums produced 
by the rating system so filed for a kind 
of insurance or for a class of insur- 
ance which is found by the commis- 
ioner to be a proper rating unit for the 
application of such uniform percentage 
decrease or inc.ease or for a sub-divi- 
sion of a kind of insurance (1) com- 
prised of a group of manual classifica- 
tions which is treated as a separate 
unit for rate making purposes or (2) 
for which separate expense provisions 
are included in the filings of the rat- 
ing organization. Such (application) 
deviation filing shall specify the basis 
for the modification and shall be ac- 
companied by the data upon which the 
applicant relies. A copy of the (appli- 
cation) filing and data shall be sent 
simultaneously to such rating organi- 
zation. (The commissioner shall set 





SURPLUS LINES UNDERWRITER 


Rapidly expanding General Agency in Maryland 
needs experienced surplus lines man to manage 
this department. Must be able to run entire 
surplus operation. Excellent starting salary with 
rapid growth possibility. Write to Y-65, Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 








SYSTEMS MANAGER 


Home Office of midwest mutual agency com- 
pany seeks staff manager for established pro- 
cedures and forms division. Experience neces- 
sary. Computor knowledge helpful. Salary open. 
Reply in confidence giving details of experience 
to Y-66, National Underwriter, 175 W. Jackson 
Bivd., Chicago 4, Illinois. 








Casualty Underwriter 
Experienced in Auto Liability including Com- 
mercial and Long Haul fleets. Give full qual- 
ifications, experience, starting salary expected. 
All replies confidential. Write Carolina Cas- 
ualty Insurance Co., Personnel Department, P.O. 
Box 2575, Jacksonville 3, Fla. 
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H. W. Yount, executive vice-presi- 
dent Liberty Mutual (right), is con- 
gratulated upon his election to the 
presidency of American Mutual Insur- 
ance Alliance by the retiring presi- 
dent, Nelson M. Knowlton, president 
Holyoke Mutual Fire. 





KO 1961 Mass. Fire AR 


The Massachusetts senate has re- 
ferred to a study committee the bill 
proposing an assigned risk pool for fire 
risks. The action eliminates any pos- 
sibility of such a measure this year. 

When the house passed the bill two 
weeks ago, producer organizations op- 
posed to it sent bulletins to their mem- 
bers citing the probability of increases 
in general fire rates if the pool were 
set up. 

In a separate action, the Massachu- 
setts department has ruled that ef- 
fective May 23 no application for an 
excess fire rate will be accepted with- 
out written refusals from three au- 
thorized insurers. The department is 
attempting to head off the rash of ex- 
cess rate applications which it believes 
represent attempts to evade the state 
fire inspection program. 

Binder Club of Baltimore has elected 
Joseph R. Baker, J. Ramsay Barry 
Co., president; Philip J. Dubey, Travel- 
ers, Paul E. Keedy, Maury Donnelly & 
Parr, and J. Richard Fowler, Fowler- 
Leonhardt Associates, vice-presidents; 
Charles R. Snell, Standard Accident, 
secretary; William H. Landon, Poor, 
Bowen, Bartlett & Kennedy, treasurer; 
and William A. Weech, New Amster- 
dam Casualty, assistant secretary and 
assistant treasurer. 





a time and place for a hearing at 
which the insurer and such rating or- 
ganization may be heard and _ shall 
give them not less than ten days’ writ- 
ten notice thereof. In the event the 
commissioner is advised by the rating 
organization that it does not desire a 
hearing he may upon the consent of 
the applicant waive such hearing.) 
Any such deviation filing shall be on 
file for a waiting period of...... days 
before it becomes effective, unless the 
commissioner reviews and authorizes 
the filing to become effective before 
the expiration of such period, and 
shall be subject to provisions of sec- 
tion 5. (The commissioner shall set a 
time and place for a hearing at which 
the insurer and such rating organiza- 
tion may be heard and shall give them 
not less than ten days’ written notice 
thereof. The commissioner shall issue 
an order permitting the modification 
for such insurer to be filed if he finds 
it to be justified and it shall thereupon 
become effective. He shall issue an 
order denying such application if he 
finds that the modification is not jus- 
tified or that the resulting premiums 
would be excessive, inadequate or un- 
fairly discriminatory.) 
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Texas Court Upsets 
Family Auto Medical 
Payments Exclusion 


(CONTINUED FROM PAGE 1) 
payments coverage. The Allstate policy 
covering the Mercury was then en- 
dorsed with the standard “exclusion of 
specified automobile” endorsement, 
which stated that that policy did not 
cover the Ford pickup “except with 
respect to bodily injury under Coverage 
C—1—Medical Payments—Automobile, 
resulting from the named insured or 


J. H. Lea & Company has gained 
world-wide recognition for its abil- 
ity to translate knowledge into ac- 
tion. A roster of distinguished clients 
is testimony of its ability to provide 
sound, objective counsel on the 
“How,” “When” and “Why” to re- 
insure. Add to this a comprehensive 
understanding of markets—all with 
exceptional capacity—and you have 
a formula of unbeatable dimen- 
sions. Write us today! 


TREATY + FACULTATIVE 


JHE S$ Gers 


209 South LaSalle St. » Chicago 
ANdover 3-6232 


J.H.LEA & CO. LTD. 


81 Gracechurch St. » London 


CADILLAC ASSOCIATES, INC. 
Insurance Division 

29 E. Madison Bldg. 

Chicago 2, Illinois 


e As the country’s largest executive 
placement service, we can find a man 
the career opportunity of a lifetime. 


e@ Our national coverage puts us in 
touch with employers in any part of 
the country. 


e@ Employers call on us in their search 
for EXECUTIVE Personnel. 


@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 


@ CADILLAC is where more executives 
find their positions than any where 
in the world. 


H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 
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any relative thereof being struck by an 
automobile if such coverage is afford- 
ed.” This is substantially similar to the 
standard version of this endorsement. 

About a month later Hale, his wife 
and children were injured while riding 
in the Ford pickup truck. They sued the 
operator of another automobile in- 
volved in the accident and eventually 
settled (presumably with a liability in- 
surer, though the opinion does not 
say so) for what apparently was their 
medical expenses. They then sought 
to recover these medical expenses from 
Allstate, under the medical payments 
coverage of the policy insuring the 
Mercury. Allstate defended, relying up- 
on the exclusion in the medical pay- 
ments section and also upon the “ex- 
clusion of specified automobile” en- 
dorsement. 

The medical payments exclusion in 
the Allstate policy stated that it did 
not cover bodily injury “(b) sustained 
by the named insured or a relative (1) 
while occupying an automobile owned 
by the named insured or any relative, 
other than an owned automobile .. .” 
This language was identical with that 
in the original (1956) standard family 
automobile provisions. 


Went To Tex. Supreme Court 


During the course of the suit, the 
question of the effect of the “exclusion 
of specified automobile’ endorsement 
went to the Texas supreme court. The 
holding was that because of the spe- 
cific exception of medical payments 
coverage, this had no effect on the 
question. The case thus went back for 
interpretation of exclusion (b)(1). On 
the latter question, Allstate won a 
judgment in Dallas county district 
court. The appellate court reversed this 
and held for coverage. The holding was 
almost entirely on the ground that the 
exclusion is confusing and ambiguous, 
because of its attempt to set up a dis- 
tinction between an “automobile owned 
by the named insured” and an “owned 
automobile.” 

This is the sort of case which insur- 
ance men have been afraid of ever 
since the family policy made it appear- 
ance. The intent is well-known but the 
language is admittedly confusing. In 
the 1938 revision of the family auto- 
mobile policy, the last part of the ex- 
clusion was changed to read “other 
than an automobile defined herein as 
an ‘owned automobile’’’. Whether this 
expression will appear less confusing 
to a court remains to be seen. 

This case also illustrates the double 
coverage of medical payments insur- 
ance under most contracts. Allstate did 
not contest this, since it had been pre- 
viously established that recovery from 
the third party does not affect the 
right of an injured party to recover 
again from a medical payments insur- 
er. The new special and package auto- 
mobile policies provide against this 
type of duplicate coverage. 

Rhode Island Assn. of Insurance 
Agents has moved its offices to the 
Howard Building, 10 Dorrance Street, 
Providence 3. 

Sen. Magnuson, chairman of the 
commerce committee, has introduced 
a bill that would extend federal avia- 
tion war risk insurance until June 13, 
1966. 

The apartment house multi-peril 
package form filed by New England 
Fire Insurance Rating Assn. has been 
approved in Vermont. 

The Connecticut senate has passed 
and sent to the assembly a bill on 
freedom of contract. It is similar to 
New York’s Barrett-Russo measure. 


AAUTI Changes Name; 
Now Called American 
Risk & Insurance Assn. 


(CONTINUED FROM PAGE 1) 
College and association president, stat- 
ed, “ ‘Risk’ and ‘insurance’ connote all 
facets of insurance education with 
which the association is concerned— 
including teaching, research, and the 
development of literature. Therefore, 
it is more descriptive of the nature of 
our members’ activities. In addition, 
the new name emphasizes the funda- 
mental relationship between risk and 
insurance as an academic discipline.” 

Mr. Gregg also pointed out that the 
new name is more in line with the 
names of societies of other allied social 
sciences such as American Economic 
Assn. and American Statistical Assn. 

Basic purpose of American Risk & 
Insurance Assn. is the furtherance of 
education and research in the areas 
of risk and insurance. It publishes the 
quarterly Journal of Insurance, makes 
the annual Elizur Wright Award for 
outstanding contributions to the litera- 
ture of insurance, sponsors a summer 
“fellowship” program under which ac- 
ademic members do research and study 
in insurance company home offices, 
and conducts such continuing projects 
as the Commission on Insurance Ter- 
minology. In addition, it is vitally con- 
cerned with collegiate curricula, hav- 
ing made a special study in this area 
in 1961. 


Glens Falls Raises 
Kenney And Moat 


Glens Falls has appointed Vice-presi- 
dent Laurence A. Kenney as senior 
underwriting executive in charge of all 
property, casualty and bonding lines. 

Douglas C. Moat was named secretary 
and director of sales under supervision 
of Vice-president E. B. Gill, director of 
production. Mr. Moat will assume 
the new duties and responsibilities in 
addition to those as director of agencies 
for the U.S. of National Life of Can- 
ada. 

Mr. Kenney joined Glens Falls at the 
home office in 1929. He went to the 
Ohio field as special agent in 1930 and 
later served in Pennsylvania and IIli- 
nois. In 1948 he returned to the home 
office as a fire agency superintendent. 
Successively he became underwriting 
superintendent, assistant secretary, 
and secretary. In 1951 he was placed 
in charge of the central department at 
Chicago, became vice-president, and, 
in 1957 went to the home office as as- 
sistant to Mr. Gill in the production de- 
partment. 

Mr. Moat entered the life business 
in 1952. Since 1956 he has been with 
the home office agency department of 
National Life and became director of 
agencies for the U.S. in 1958. 


Aetna Fire Elects 


Jerome Secretary 


Aetna Fire has elected Paul W. Jer- 
ome secretary in charge of inland 
marine operations to succeed David E. 
Carlson, who will retire at the end of 
the year. Mr. Jerome joined the com- 
pany in 1937 at Los Angeles. He later 
became special agent in the south and 
midwest. In 1951 he was promoted to 
marine superintendent of the western 
department and in 1956 to assistant 
manager in that department, his most 
recent position. 


Tenn. 1752 Club Elects 


GATLINBURG, Tenn.—Tennessee 
1752 Club elected Clarence Miller, 
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Pennsylvania Threshermen & Farmers, 
president, succeeding Newton Black, 
Beacon Mutual. The election took 
place during the convention of Tennes- 
see Assn. of Mutual Insurance Agents 
here last week. B. L. Ray, Millers 
Mutual of Texas, is the new vice-presi- 
dent and J. M. Clinard Jr., Shelby 
Mutual, secretary. 


Ill. Field Men To Meet 


The Illinois pond of Blue Goose has 
scheduled its annual meeting for June 
14 at Holiday Inn Motel, Springfield. 
It will be held in conjunction with the 
annual meeting of Illinois Capital Stock 
Ins. Assn. 


National Assn. of Insurance Agents 
has appointed Hubie M. Farrow Jr., 
Red Bank, N.J., and Walter E. North, 
Bridgeport, Conn., to its special com- 
mittee on automated agency account- 
ing. 

The New Jersey legislature has re- 
ceived and referred to its revision and 
amendment of laws committee a bill 
to prohibit commingling of funds by 
producers. 
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Urges More Comprehensive Health Benefits 


| 


(CONTINUED FROM PAGE 7) 


| ity. He is likely to insist on testing 


schedules, representation at policy lev- 
els, channels for grievances, minimum 
standards, evidence of quality that a 
layman can understand—in short, he 
is likely to move into a more influen- 
tial position. 

“The providers of care and the fi- 
nancial machinery will have to accept 
the shift in power. The situation is 
such that it appears that the only de- 
fense by the professional against an 


| unwarranted shift is for him to close 


| by government at all 


the gaps sufficiently fast and maintain 
standards of performance sufficiently 
high so that public pressure doesn’t fill 
the vacuum, and in the process take 
over complete control. This implies a 
full acceptance of his new economic 
responsibilities and the development of 
greater sophistication in social strategy. 

“How well the voluntary system 
closes the gaps will be watched closely 
levels—local, 
state and national. The system will 
likely be held in less awe and judged 
more and more in terms of its ability 
to get things done,” he warned. 


Findings Are Listed 


Among the findings of the survey 
are these: 

e Hospital overstay costs $15 million 
a year. 

e The amount of unnecessary 
missions is not significant. 

e Insured persons have a _ higher 
hospital admission rate. 

e The length of hospital stay in- 
creases as the patient’s insurance or 
other sources of payments increase. 

e Smaller hospitals have the high- 
est percentage of understay and the 
most ineffective use. 

Based on records from 5,750 patient 
discharges in 1958, researchers found 
that overuse of hospitals totaled 200,- 
| 000 patient days in that year and un- 
| deruse 70,000 days. A projection of the 
same rates of overstay and understay 
indicates that the total bill for unnec- 
| essary care is probably close to $15 
million. Since Blue Cross covers half of 
the population, elimination of overuse 
would mean a saving of about $7.5 mil- 
lion annually, “a significant contribu- 
tion toward overcoming its current 
deficit,” the survey revealed. Underuse 
of hospital facilities was estimated at 
about $5 million, and inasmuch as half 
of this would be chargeable to Blue 
Cross, the net savings from eliminating 
underuse and cveruse would amount to 
about $5 million for that plan. 

While a few bizarre cases of abuse 
may attract wide publicity, researchers 


ad- 


noted that the real threat to adequate 
and economic health care comes from 
a large number of one and two-day 
understays and overstays. “A few days 
longer in the hospital, multiplied by 
hundreds of thousands of patients, can 
seriously jeopardize voluntary health 
insurance and prepayment plans,” they 
said. “It will take a far more sophisti- 
cated organization to cope with this 
problem than it would to handle fla- 
grant abuse. We believe hospital ad- 
ministrators and physicians have or 
can acquire this sophistication.” 


Largest Ineffective Use 


As a group, only hospitals with less 
than 50 beds have more understay 
(13.9%) than overstay (8.5%) among 
their patients. They also have the 
largest total ineffective use. “This is so 
gross a failure in effectiveness as to 
suggest that the size of these hospitals 
is incompatible with their functions,” 
the report noted. 

Source of payment also influenced 
the level of hospital effectiveness. 
When the patient footed the entire 
bill himself, understay (16.7%) was 
far more common than overstay (6.3). 
When the bill was paid by any other 
source, whether or not the patient par- 
ticipated, the reverse held true—over- 
stay (11.8%) was twice as common as 
urderstay (5.6%). When the major 
source of payment was insurance, the 
average length of stay was 6.3 days; 
when the patient paid for himself, it 
was seven days; when the patient had 
Blue Cross-Blue Shield, 7.4 days; and 
from all other sources and combina- 
tions, 10.5 days. 

The average size of the total hospi- 
tal bill decreased as the patient’s share 
of the total payment increased. The 
more sources of payment the patient 
had, the longer he was likely to be 
hospitalized. Also, patients whose bill 
was paid by several different sources 
used two to three times as much diag- 
nostic X-ray service and from 1% to 
two times as much laboratory service. 

The size of the hospital bill in- 
creased with the size of the hospital. 
However, “higher cost hospitals are 
doing more for their patients,” the re- 
port noted. 

Unnecessary admissions did not con- 
stitute a major problem. Only 4.3% of 
the patients admitted should not have 
been. Far more common, the report 
said, was underuse of diagnostic treat- 
ment procedures. More than one pa- 
tient out of four failed to receive pro- 
edures that were required by their 
diagnosis. Other things being equal, 
those insured for 70% of hospital ex- 
penses had an admission rate almost 
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twice that of those who had no cover- 
age. 

The portion of the survey devoted to 
population found that half of the fam- 
ilies in Michigan had Blue Cross-Blue 
Shield coverage while one-fourth was 
protected by private insurance. The 
Blue plans typically provided a greater 
degree of protection than private in- 
surance, both for group and nongroup 
coverage, the report said. For both pre- 
payment and insurance plans, group 
protection was typically more compre- 
hensive than nongroup. 


Less Than A Fifth Covered 


Although prepayment plans cover 
hospitalization pretty well—four-fifths 
of these expenses being met in this 
manner—less than one-fifth of doctor 
bills are covered. Therefore, nearly 
half of all medical expenses are virtu- 
ally without coverage, the researchers 
declared. 

They said that the uneven distribu- 
tion of total health care bills empha- 
size a need for more comprehensive 
coverage. Half of the families had to- 
tal health costs of less than $200 in 
1958, but one family in five paid $500 
or more. The average hospital bill for 
everyone was $30, but for one person 
in eight who was hospitalized, the 
average cost was nearly $250. 

Low income families tend to spend 
more money on medical expenses than 
high income groups, and use of health 
care services increases steadily as fam- 
ily incomes decline below $6,000. One 
family in four had an income of less 
than $3,000, and it spent 13% of the 
income on health care and prepayment 
plans. One family in four had an in- 
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come of $7,500 or more, but this group! 
averaged only 4% for health care. 
Probing into the health care situa- 
tion for people over 65, researchers 
found that as a group, the aged are 
“peculiarly and unpredictably vulner- 


able to medical expenses and uniquely | 


low in resources to meet these ex- 
penses.” 


ject to chronic diseases, but his limited 
insurance coverage tends to concen- 
trate on acute illnesses.’ Particular 


attention should be given to the prob- | 
self- | 
supporting are reduced to dependency | 


lem where families otherwise 
as the result of large medical bills. 

The researchers commended _ the 
Michigan legislature for promptly im- 
plementing the 1960 social security act 
provisions for medical assistance to the 
aged. 

Since a tendency for laid-off em- 
ployes to allow their coverage to lapse 
was found, the report recommends that 
management and labor explore ways 
of paying for coverage of temporarily 
laid-off workers either directly or 
through accumulation of reserves. 
That unemployment benefits be ex- 
panded to include payment of premium 
in some standardized amount was also 
suggested. 

Noting that some of the Blue plans 
permit retired individuals and their 
dependents to retain group coverage at 
group rates at their own expense, the 
researchers suggested that prepayment 
plans, insurance companies, employers 
and labor groups cooperate to make 
this privilege universal. 

Prepayment plans were also urged 
to enroli families which are not eli- 
gible for group coverage in contracts 
which have benefits as comprehensive 
and rates as nearly comparable to 
group plans as possible. The survey 
team further recommended that all 
contracts be noncancellable and guaran- 
teed renewable, that prepayment plans 
broaden their benefits and that they 
make these more comprehensive pol- 
icies available to as many people as 
possible without undue discriminatory 
pricing. 


Grand Rapids Puddle 
Names Lynn Moore 


Lynn Moore, Underwriters General 


Agency, has been elected big toad of 
Grand Rapids Blue Goose puddle. 
Mark C. Pleune, Wabash Fire & 


Casualty, is pollywog; Daniel Vander- | 


built, Ohio Farmers, croaker; Roger 
Koops, Michigan Inspection Bureau, 
bouncer, and Donald Vandermark, 
General Adjustment Bureau, tiny pol- 
lywog. 


Syracuse Women Elect 

Syracuse Insurance Women’s Assn. 
has elected Jeanette Keffer, Haylor, 
Haun & Freyer, president; Ann Pas- 
sage, Jaquin & Co., vice-president; 
Nancy Wilson, American Surety, sec- 
retary; Mary Heath, Bowen, Perry & 
Fobes, assistant secretary; Theresa 
Taylor, Haylor, Haun & Freyer, treas- 
urer, and Catherine Goss, Young agen- 
cy, assistant treasurer. 


Cimarron Names Wesley 


Cimarron has appointed Arlen 
Wesley special agent for west Texas 
and eastern New Mexico. He will have 
offices at Lubbock, Tex. 

Elden Yeck has been made a partner 
of the Corbett, Edelen & Savage 
agency of San Diego. Mr. Yeck was 
with Royal-Globe group in San Fran- 
cisco until he joined the agency in 
1956. 


They observed also that “as| 
a person ages, he becomes more sub-| 
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